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‘Heelpunchers 


Every time you “break” a shoe at 





the heel you're frankly admitting to your 
customer that you're showing her a shoe 
that's stiff and likely to hurt. Remember, 
actions speak louder than words ... 
Besides, it's so unnecessary when you 
can get shoes with Darex Counters. For 
Darex gives you BOTH the properties 
you expect in a shoe: a soft, easy “com- 
fort-edge” at the heel that requires no 
breaking in, plus the sturdy heel base 
so necessary to fit and style . . . Ask for 
Darex Counters next time you order 
shoes. It's astonishing how many smart 


shoemakers are already changing toDarex. 


DEWEY AND ALMY CHEMICAL CO. 
CAMBRIDGE, MASS. 
CHICAGO, ILL MONTREAL, CANADA 


COUNTERS 
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A New Model for the 
Coming Season by 


AVON SHOE CO., INC. 
NEW YORK 


Exemplifying the trend to- 
ward tailored costumes is this 
Cherokee pattern, elas- 
ticized pump. 18/8 

heel, Broadway last. 

Tandrite Calf Color No. 953 


IN ALL WAYS 


Every quality that is essential to capture the enthusias- al lf 


tic approval of your most critical customers is found in 


shoes of Tandrite Calf. 


The season’s smartest modes glow with vibrant beauty 
beneath the lustrous loveliness of Tandrite’s deep, bril- 
liant colors and exquisite, satiny finish! 


In few leathers is the ingenious skill of the Tanner’s Art a leather of distinguished 


brought to such an impressive peak of masterful perfec- : 
tion as it is in Tandrite Calf. excellence ... ALWAYS! 


meets every demand for 
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KALI-STEN-IKS will be on 
display in Room 264, Parker 
House, Boston Shoe Fair, 
June 2nd to Sth. 


TAILORED STYLE feo 


Snatch 


an Antiques 


oxtord 


Merchants and their customers seem to be as proud of these tailored models 
and their quality as are we! We portray above one which has the mannish 
touch, and which Teen Age girls feel is just right to wear as on-lookers at 
the ball game or tennis match. Also they are just dressy enough for the 


movies! Their rich brown coloring with hand finish antiqueing blends beau- 


tifully with smart summer clothes. 


We put such wear-value into Kali-sten-iks 
Shoes that your customers may know they 
eet ee" 86 vw 6 Pet oF 


get more for their money, and as a line to 


make it one of your best Capital Assets. 


THE HILBERT SHOE C0., THIENSVILLE, WIS. 
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WALK-OVER Shoe 


in Brogandi 
je THE LAY PALKED ABOUT TANNAGE OF THE 
YEAR ...AND THE MOST EXTENSIVELY ADVERTISED 


In newspapers and consumer magazines the trade-mark Brogandi is found in advertising 
of leading lines of shoes for men and women. Brogandi helps sell shoes. It’s a hardy 
crushed goatskin whose good looks are lasting . . . yet it’s wonderfully soft and light and 


comfortable to wear. 


Co fy. ) 
Cumns ki d pao C. at f acAd 


JOHN R. EVANS &® COMPANY, CAMDEN, NEW JERSEY 





SAME BASIC 


FORMULA 


Now, From Crib to Campus 
Every Step is a Pollyanna Step 


SMART merchandisers look to Pollyanna 

each season for new and better promotions 

... and Pollyanna always delivers them! Last year 
it was the Sanitized Process, and for Fall we present 
Added Smartness, bringing you all the swank fea- 
tures necessary to sell the fast growing college girl 
market, brighter, better Pollyannas, keen enough to 
pass the toughest college boards. 


For years Pollyanna has been famous for Fit, Quality 
and Workmanship. And, this year new wood and 
smarter patterns have been added to make 
Pollyanna the perfect line to sell the broadest market 
in all shoe retailing . . . Every girl from tiny tot to 
college age. National advertising and a quick think- 
ing, special merchandising department work with 
you to sell more Pollyannas. Excellent in-stock facili- 
ties reduce inventories, and quick fill-ins assure maxi- 
mum profit. 


PROCESS 


AEG. US. PAT. OFF. 
SEE “SSeee — New Note in personal daintiness—renders Pollyanna lin- 
POLLYANNA, ings, upper leathers and inner soles actively antiseptic and 


BOSTON 4818—Brown and White : oe 
Saddle Oxford. tends to kill perspiration odo d athlete's foot. 
SHOE FAIR, e Oxfo Pp rs and athlete's 


HOTEL STATLER, 
ROOM 766, 


JUNE 2, 3, 4, 5. Mes: S MraWor Shoe Co. 


ANNVILLE PENNSYLVANIA 
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PLAY SHOES - *172.°2°° 
BUY THEM NOW! Smee 


Boston SHOE FAIR 


WOMEN’S CRUISERS 


Sao gdp np June 2-5-Hotel STATLER 


24—Copen—White platform hor- 
sacking 


room 889 


WOMEN'S GANGWAYS 
ZI—AIl White nopsacking 


<ul heoeaching = VISIT OUR NEW 


23—Buff hepsacking — Luggage 
trim 


Te PAREN NEW YORK OFFICE 
ROOMS 830-843 
MARBRIDGE BUILDING 


WOMEN’S GLAMOUR 
LEISURES 
ti—All White hopsacking 
22—Bufl—Luggage hopsacking 
23—Navy— White hopsacking 
24—Luggage—Buf hopsacking 
25—Gold—Copen hopsacking 


MEN’S GANGWAYS 
tI—Buff hepsacking 


Cambridge 


‘> FACTORIES: RUBBER C AG 


CAMBRIDGE, MASS. TANEYTOWN, MD. ST. REMI, QUEBEC 


BRANCH OFFICES: Los Angeles, Calif. Boston, Mass. Chicago, Il. SALES MGR. OFFICE: 
47 West 34th St., New York City Toronto Denver, Colo. Montreal Keyser Bidg., Baltimore, Md. 


May 24, 194! 

















decicration of Business Policy is posted at the entrance of the Ross-Harris 
pe Store, 22 West 4éth Street, N. Y. C.; and here you see J. L. Harris emphasiz- 

5 the fact that "you can stop the pedestrian with wonderful words of hope— 
comfort—if she will only come inside.” 





Master fitter Harris—and what a con- 
vincing talker he is—tells the customer 
iithat his W. B. Coon shoes incorporate 
sjspecially designed lasts with propor- 
tions and measurements that solve 
practically every problem coused by 
sj hard-to-fit feet. 


“hg 
~ 


| 


i, 





Thousands of pairs of troubled feet 
have come to the fitting chairs of these 
experienced men—John L. Harris, Frank 
L. Armstrong, Charlies Ross—each an 
expert in fitting Free Tread footwear. 
Hundreds of doctors coll them Jack, 
Charlie and Frank. 





v. aes Ry mg with the trim smartness of her W. 8. Coon 
and the Master r, on bended knee, verifies the fact that body 
and freedom of action come in a shoe that treads naturally—the 


SHE’S YOURS FOR LIFE 
—IF YOU FIT HER RIGHT 
WITH W. B. COON SHOES 


OOL her once, shame on you. Fool her 
twice—oh, no you don’t. Her feet are not 
to be carelessly treated. 


No sireee!! Not when she knows that foot 
comfort is to be had—her feet made glad—in 
W. B. Coon shoes, individualized to her’ feet. 


More merchants, everywhere, are inter- 
ested in better shoes for better fitting—and 
W. B. Coon IN-STOCK shoes solve their 
problem of better fitting and better profits. 


W. B. Coon shoes can only be built with 
good materials, good workmanship and good 
experience —for we know our shoes have 
quality—an important point the discriminat- 


“ing customers will remember, long after the 


price is forgotten. 


Join the W. B. Coon Clan of Competent 
Merchants who rely on W. B. Coon lasts to fit 
feet better for better living. 


arrow fittin 
lest «for 


omen's siz 
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LEVATION ONE— 
10/8 heel, last 369, has an 
omically correct toe, o straight 
side line, broad shank, free 
readed ball, short back part and 
arrow fitting heel. It is an ideci 
for growing girls waering 
omen's sizes. 


ELEVATION TWO— 


. B. COON COMPANY 


CANAL STREET @ 


ROCHESTER, N. Y. 


47 West 34th St., New York City 
et Room 943—Netherlands-Plaza Hotel—Cinn., Ohio, Midwest 


Shoe Fair 


ELEVATION THREE — 
The 14/8 heel t, @ semi-dress 


last available standard fore- 
last 


part 


in the 

heel . The higher 

arch, short bock part and narrow 

fitting heel makes shoes on these 

lasts “all occasion” daytime 
models for normal feet. 








ELEVATION FOUR 


A dressup last, 375, 16/8 
adopted for those who desire 
fundamental correctness of 
lower heel Free Treads and 
appreciate the advantages 
keeping the feet in ‘the 
healthful condition when ‘'d / 
up", as when clothed for extrem | 
comfort. The contour of the 

and the unusually broed shank 
this heel height allows freedom 
action seldom found in 16/8 








ALLURE 
Heel-less sabot with cross-over vamp; 
light blue satin with matching Rufflette 
SHUGOR straps at instep. 


ENCHANTRESS 
Two-tone linen wedgie slipper; fitting 
adjustment is secured by Rufflette SHU- 
GOR strap crossed at vamp and stitched 
to shirred linen underlay of the heel-strap. 


FASCINATION 
Rafflette SHUGOR side-straps give 
perfect fit and add to the dainty appear- 
ance of this pale blue satin step-in. 


ECSTASY 


Open-toe wedgie step-in of red satin, 


whose side-straps of Barradine SHU. 
GOR of darker tone give perfect fitting 
adjustment and cleverly connect the vamp 
with quarter-strap 


TAYLORED -TO-FIT 
ee cnn tema res cement 


ets not overlook the fact that although emphasis is strong | 

on tailored street shoes and on footwear and ensembles of 

the military mood, women are, and always will be, feminine. 

To forget this fundamental fact is to reduce materially the 
extra pairage sales always possible in boudoir footwear. 


The pees distinctly feminine flair possessed by these four 
designs is made possible by SHUGOR, which assures instant fitting 
adjustment and luxurious comfort; whose many finishes are adapt- 
able to many style em. ARE The structural superiority of 
SHUGOR with its reinforced-edge that gives adequate stretch and 
support plus tte, fit, and the Pluralastic rubber thread construction 
that resists needle-cutting, combine to expedite making-room 


Operations, and to give longer wear to this beautiful footwear of 
the boudoir. 


THOMAS TAYLOR & SONS 


| BH CORPORATED 
HUDSON 


“See Glove-tex SHUGOR Shoes in action at the Hotel Statler, Boston, Room W720, June 2-5" 
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STRETCHABLE SHOES CAN ONLY BE MADE RIGHT 
BY THE VAMOS METHOD 


ONE WAY 


TRETCHABLE shoes, made possible 

by “Lastex”’ yarn, the most sensational 
and successful development in footwear in 
centuries, were invented and patented* 
by Alfred Vamos four years ago. They are 
today not a novelty but a basic and per- 
manent type of footwear growing in popu- 
larity day by day. 

BUT—and it is a big BUT—-stretch- 
able shoes must be made right to act right. 
Vamos not only invented stretchable 


ALFRED 


shoes but, an expert shoemaker, he in- 
vented the technique for their making. 
The Vamos method has been adopted by 
hundreds of America’s most famous shoe 
manufacturers, making shoes in every 
price range. That means that every retailer 
can demand that his stretchable shoes be 
made by the Vamos method and find 
ample sources of supply to meet his needs. 
Why be satisfied with second-best? 


*Patents assigned to U.S. Rubber Co. 


TORE A 3 


Inventor of stretchable shoes and specialist in all shoe fabrics made with “Lastex” yarn 
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When stretchable shoes are made right 
they spell satisfied customers. You know 
they are made right when you find the 
words “Vamos” “Lastex” printed on the 
lining. 


i 


3 
WATCH FOR 


nee é : 


IN EVERY SHOE 


Vamos models and materials will be on 

display in the Hotel Statler during the 

Boston Shoe Fair, June 2-5. 

They can also be seen in the Netherland Plaza Hotel, Cincin- 
nati, during the Midwest Shoe Fair, June 8-10 and at any time 
at Vamos headquarters 406-416 Marbridge Building, New 
York City. Retailers and manufacturers are always welcome. 


406—416 MARBRIDGE BUILDING... NEW YORK CITY 


410 No. 23rd St., St. Louis © 186 Lincoln St., Boston ¢ 626 Broadway, Cincinnati 





TREND TO STRETCHABLE 


An elastic yarn manufactured exclusively by United.States Rubber Company, 
makers of “Laton” yarn, Rockefeller Center, New York City 
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Made with “Lastex” Yarn’ 


Continues On Rising Wave Of 
Consumer Demand 


NE of the most important things in the making or sell- 
ing of shoes is the ability to cell the difference between a 
temporary fashion anda permanent improvement. The stretch- 
able shoes made possible by the use.of “Lastex” yarn fall into_ 
the second classification, beyond the shadow of a doubt. There 
is no further need for speculation, research, surveys or fore- 
casts to prove the case for “Lastex” yarn in footwear. The 
future of these stretchable shoes is now safely on the feet of 
millions of women who demand the benefits of this technique 
in all the shoes they buy. Hats off to the women who knew 
when something had been done in the shoe industry to give 
them the individual fit, freedom and comfort they have always 
wanted and always will want! These women would no more 
think of going back to old-fashioned rigid shoes than they 
would think of going back to the cumbersome corsets their 
grandmothers wore! In planning your next season, bear in 
mind that in the last decade “Lastex” has become a national 
symbol of better value in practically every type of apparel 
or accessories worn by men, women or children. And, also, 
that the word “Lastex” is the most widely advertised and pub- 
licized trademark name in textile history. 


For models, samples and 
prices on all types of shoe 
materials, fabric or leather, 
made with “Lastex” yarn, 
apply to Alfred Vamos, 406 
Marbridge Bldg., New York 
City. Alfred Vamos is the in- 
ventor and patentee of Vamos 
stretchable shoes, the author- 
ized manufacturer of stretch- 
able materials for shoes, and When in New York City be 


the selected consultant for pon goin fa ne 
shoe manufacturers using 12th Floor, UNITED STATES 
*ey THE VAMOS PROCESS materials which are made BUILDING. te febalone 
brahim jd pom hc with benefit of “Lastex” yarn. Rockefeller Center, which 
ey ee ee seems destined to become the 
new hub of the spinning 
wheel of fashion. 
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PROVEN 
CONSUMER 
ACCEPTANCE 


for more than 


SIXTY YEARS 


See THE New FALL LINE 


at ROOMS 433-434 
THE HOTEL STATLER JUNE 2-5 


1322 BROADWAY, NEW YORK CITY - HOTEL LANKERSHIM, LOS ANGELES 





LAST CHANCE TO COMPLETE YOUR 
EARLY FALL SHOE PURCHASES 


Commenting on recent price trends and market conditions, Arthur D. Anderson of the 
Boot and Shoe Recorder says: 

“Every ingredient going into shoes.is being ‘upped’ for Fall. 

The entire services of supplies is up against pressure of costs 

and*Wages and the point has been reached where if shoe 

manufacturers want any supplies—and they must have them 

—they must pay for them . . . The shoe manufacturer is an 

assembler of supplies, the price of which is not under his 


control and the inexorable pressure of those prices will have 
their effect on next season’s shoes . . .” 


These increased costs have not yet been fully reflected in manufacturers’ asking prices. 
Therefore, it is greatly to your advantage to attend this show, the biggest ever—in 


attendance of shoe buyers, in number of exhibitors and in number of shoes ordered. 


Sleeping room accommodations are very limited. If you have any trouble in making 
your reservations, write or wire New England Shoe & Leather Association, 210 Lincoln 


Street, Boston, Massachusetts. 


May 24, 194! 





Rock Maple Last Blocks from carefully 
selected quarter-sawed logs are thor- 
oughly seasoned for more than two 
years in sheds, kilns and bins. 


Here the last block is shaped. The block 
revolves at a moderate rate while high- 
speed cutters accurately duplicate the 
intricate contours of the master model. 


After the turning operation the last sur- 
face is rough with heel and toe unfin- 
ished. It then goes to skilled craftsmen 
who trim, sand, polish and check all 
dimensions with minute exactness. 


There are two all-important factors in last making — 


STYLE and FIT. The precision with which our lasts are 


graded has earned for us the reputation of making 


the best-fitting lasts in all sizes and widths ever pro- 
duced in the history of the industry. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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It’s important to 


BE READY 
and to BE RIGHT 


For profitable retailing of rubber footwear you must have 
the right goods at the right time. BALL-BAND Stylists have 
a record of many years standing of being right on styles. 
From the style angle, BALL-BAND merchants have found 
it safe to order BALL-BAND Footwear early. Ordering in 
advance of the season is necessary to insure having your 
goods at the right time — for the cream of the business 
at the start of the season. 

Manufacturing and shipping economies make special dis- 
counts possible on advance orders. Our price guarantee 
gives you an added advantage. 

To help you make certain you are both RIGHT and READY 
for Fall, may we have a salesman call and give you full 
details. The Advance Order season ends June 30, so we 
suggest that you write — or wire — today. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water Street, Mishawaka, Indiana 


Moy 24, 1941 
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Over - the - Shoe 
BOO , m Boots will be much 
in demand and 


will be strongly promoted next Fall — and 
the choice of the styles are BALL-BAND. 
At the left is the western theme in the 
RANCHO, above the military style COR- 
PORAL. Both are “best sellers’ — and 
there are other BALL-BAND styles in both 
staples and novelties that buyers are ap- 
proving in the most effective way — with 
orders. You'll want to see the complete 
line before you make your commitments. 


BALL-BAND 
FOOTWEAR 








THE FABRIC THAT 


NOW FIGURES IN THE 


feat f Doo 


Because of our experience in fitting the feminine 





figure with Flexees corsets . .. we have an 
unusual background of experience with 
elasticized fabric. In pumps, step-ins and 
small area lastication you obtain a perfection 

Pees with Twinlastique available in no other 
material. Write for samples—and 


complete particulars. 


| TWINLASTIQUE PRODUCTS 


) Division of Artistic Foundations, Inc. 
) 417 FIFTH AVENUE + NEW YORK 


FOR THE WORLD’S LOVELIEST FASHIONS 
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SOOTAN 
RUSSIDE 
CHROME CUSTOM 
DEERSKIN 
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‘Northwestern First... 


in (Loacrivont Hadtters for 
(lrerivan Std. 


he MORE than a sudden gesture inspired of the patriotic fervor of the moment, the 
American Shoe Retailer and Manufacturer realizes the importance and value of 
American Leathers, their quality, dependability and the security of their supply. He 
realizes too, that foremost in the ranks of the great American Tanning Industry stands 


Northwestern Service in Leathers with a leadership of many generations standing. 


National Emergency brings into sharp relief the dramatic part that KITCHENER*, 
topflight service leather, plays. But, the Retailer knows Northwestern best for its Com- 
plete Service, better leathers for practically every shoe he sells. Year in and year out, 
season after season, dependable Northwestern tannage, correct surfaces and colors make 
the shoes he fits better and more salable merchandise. Thus, Northwestern has become 


an integral part of his business, and a safeguard of his future successful operation. 


*Kitchener is that famous leather which helped make American soldiers the best 
shod Army in the World War. Tested over Flanders fields, it stood by them 
through extremes of heat, cold, mud and water; and because of this, it is today 
a better leather for America’s working and training armies. Whether it be on 
parade ground, open hearth furnace, or riding the caterpillar of a giant reaper, 


Kitchener* is in there seeing action on American fighting feet. 


) Northwestern Leather Company Trust 
E 


- 


BOSTON * MASSACHUSETTS 


Sf accily CO Ietthvesiorn, Leathers with Cfaurance of Service. “ 
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R. J. RIVIERE 


Superintendent 
Hamilton, Scheu & Walsh Shoe Co. 





*darex insoles 
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. - introducing R. J. Riviere 




















into shoes that sell 

















eareer man 
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“Go west, young 
man” was advice that appealed to R. J. Riviere, 
master-shoemaker of unusually wide experience, 
whose successful career started in the McElwain 
factory in Manchester, New Hampshire, in 1911 
and has led to the superintendency of some of 
the most famous shoe companies in St. Louis. 

Returning to McElwain’s in 1919 after two 
years in the army air service, he was promoted 
from pattern boy to foreman of the upper 
leather department. From there he went to the 
F. M. Hoyt Shoe Co., and in 1925 was called 
to St. Louis to take charge of the Wood Heel 
department of International Shoe Company. 

But this didn’t satisfy “Ralph” Riviere, for 
by this time shoemaking had become his career. 
He studied pattern making in his evenings, and 
in 1932 went to Milius Shoe Company as pat- 





SHOE MEN KNOW that “Ralph” Riviere doesn’t guess about anything 
connected with shoemaking, He tests out every material by his own stand- 


- 


tern man. The next year he was made Super- 
intendent of Milius’s Festus Factory, a post 
which he held till he was appointed general 
superintendent of the Hamilton-Brown Shoe 
Co. in 1937, followed by the superintendency 
of Hamilton, Scheu & Walsh Shoe Co. in 1939. 

These years of shoemaking experience in 
many factories, making all types of shoes, have 
given him a broad, thorough knowledge of 
shoemaking and shoemaking materials. He has 
put his knowledge of equipment to work in 
inventing such labor-saving devices as elevator 
conveyors, gore markers, and bottom ironers. 
And when it comes to the materials he uses, 
he has his own rigid standards. For “Ralph” 
Riviere never turns out a shoe he isn’t proud 
of. Perhaps that’s why consumers who wear 
Riviere-built shoes are invariably proud of them, 
too—and why shoe men immediately think of 
Riviere when they think of our American Men 
Who Know Shoemaking best. 


ards. And when he says a thing is good he means it. 

Certainly, this statement was prepared by him with our collaboration. But 
it represents his own uncompromising opinion, voluntarily given. We're 
proud to count him among our enthusiastic Darex users. 


DEWEY anp ALMY CHEMICAL COMPANY 


CAMBRIDGE 





CHICAGO MONTREAL 







































adds style distine- 
tion te officers’ 
dress shoes 


DESIGNED a 
FOR 


‘ 
ae 


Made of Gutmann’s SKI 


MILFORD SHOE COMPANY 
Fine Quality Shoes for Men 
MILFORD, MASS. 


ANN & COMPANY ..TANNERS..CHICAGO 


tat y Glan 
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... FIND IT AT THE 


MIDWEST SHOE FAIR 


where more than two hundred shoe 
manufacturers from all over the country will 
exhibit their fall lines. Men's, women’s, and 
children’s shoes in every price range will be on 
display and the beautiful Midwest Shoe Fair 
style show will give you all the information on 
the important style trends for the fall of 1941. 


JUNE 8-9-10, 1941 


CINCINNATI 
NETHERLAND PLAZA HOTEL 


Reservations for rooms are being handled 
through the Midwest Shoe Fair office, Nether- 
land Plaza Hotel, Cincinnati, Ohio. Write for 
hotel accommodations immediately and your 
reservation will be made for you and confirmed 


promptly. 


DON’T FORGET THE TIME .. MAKE 
your reservations NOW! 


Cincinnati-June 8, 9, /O-/94/ 
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PRICE advances that are too steep 
are apt to brake consumer buying. 
Kuppenheimer Clothing Company 
gives its retailers advice on this 
point—and we quote from Kuppen- 
heimer bulletin : 

“Right now it is important for 


Now WHO PUT THAT HILL INTHE WAY © 


BOULEVARD c 


E (i E> 














every merchant to consider seri- 
ously the use of odd prices, in order 
to present quality clothing fairly 
and attractively to his customers. 
By doing so this season, you can 
avoid an unwarranted price jump 
to a new ‘even’ figure. The buying 
public always finds odd prices as 
attractive as even prices, if not more 
so; this is particularly true during 
a time like the present, when the 
cost of production is increasing and 
the merchant must use every pre- 
caution to prevent retail increases 
from becoming burdensome. 
“Therefore, many stores that in the 
past have adhered to an even-price 
policy will now step up slightly 
to an odd figure, not up $5 to an- 
other even figure, so that increases 
will be as little of a hindrance 
to selling as possible. There is an- 
other important advantage to odd 


May 24, 1941 


prices; they help make it unneces- 
sary for you to substitute an infe- 
rior line in order to maintain a 


former price.” 
* * 7 


HIDES and skins are by-products 
but they are so closely identified 
with the meat industry that their 
economics are not to be torn apart 
with less ease than the skin is pulled 
off the animal’s carcass. We take 
hides and skins so much for 
granted, as though they were just 
incidental to our economic think- 


ing. Everybody talks about the 


“farmer and the mind visualizes 


acres of ground, tilling of the soil, 


MY BiccEesr 





etc., but actually cattle and cattle 
raising is a major part of “farm- 
ing.” Cows and pigs and animals 
and sheep actually consume more 
of his farm raised products than do 
human beings. Animals serve a pri- 
mary purpose of converting the 
grass and the hay and the corn into 
consumable meats. 

Meat prices have something to do 
with hide prices because they are 
bought in the one piece—the meat 
in its skin covering. About 6 to 7 


per cent of the weight of the animal 
is in its skin. So you see, the meat 
man and the hide man are brothers 
under the skin. 

Anna Steese Richardson, who 
wrote “Meat for the Millions,” says: 


“In the modern meat packing indus- 
try, practically no part of the animal is 


cast aside as useless. All that was for- 
merly wasted is utilized. Steers alone 
contribute to the making of over 140 
useful articles. All non-edible parts are 
converted into by-products such as soap, 
glycerin, glue, animal feeds, buttons, 
combs, novelties, pharmaceutical prod 
ucts, etc., which serve human needs and 
which increase the value of the animal 
to the livestock producer. 

“One of the interesting facts about the 
whole subject of meat is that the amount 
consumed is practically the same every 
year and unaffected by prosperity or 
depression. In the depression periods of 
1907-1908, 1920-1921, and 1931-1934, as 
much meat was consumed as in the 
prosperous years which preceded—but it 
was consumed at greatly reduced prices. 
Measured by the value of its output, 
meat packing is the second largest manu- 
facturing industry in the United States. 
But this is not its only contribution te 
American life. It gives employment to 
138,000 men and women in meat packing 
plants alone. If we were to include the 
farmers who raise the livestock, retail 
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meat dealers, those employed in trans- 
portation of these products, as well as 
the large number of people who manu- 
facture supplies such as coverings and 
cartons, the total would be increased to 
more than 7,000,000.” 

All this heads up to a proper ap- 
preciation of the source from 
whence come our hides and skins 
and the fact that Congress is going 
to be under pressure if it starts 
price fixing—even hides and skins 


are political. 
aa 7 * 


UNITED STATES RUBBER COM- 
PANY announced recently a plan 
for payroll savings for its 42,000 
employees in the United States in 
support of the Government’s De- 
fense Savings Bonds campaign. The 
company is one of the first-large in- 
dustrial companies to announce a 
completely worked-out plan for pay- 
roll deductions for the purchase of 


the bonds. 


LETS MAKE (t (00% 


In a letter to employees, the com- 
pany keynoted the dual aspect of 
thrift and contribution to national 
security in a time of danger. “Your 
money—as well as providing an in- 
vestment guaranteed by our gov- 
ernment—” the letter stated, “will 
be put to work in the National De- 
fense Program to protect the safety 
and the freedom of the United 
States.” 

The plan is a simple one wherein 
employees voluntarily will authorize 
the company to deduct a stated 
weekly or monthly sum from their 
earnings for the purchase of $1,000, 
$500, $100, $50 or $25 bond. The 
company will accumulate each em- 
ployee’s savings to the amount of 
the chosen bond’s purchase price, 
and will then make the purchase for 


direct delivery to the employee. 
* a * 


“EDUCATION for the job while 
on the job is more needed now than 
ever before,” so says Edwin Hahn 
of Wm. Hahn Company—who is 
chairman of the committee of 
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THE WASTE THAT KILLS 





—The Middle Class, without which 
a Democracy cannot exist, is 
being washed out of the picture 
in this country, just as it has been 
in most European countries. 

—And the more's the pity, for the 
little man, he of the Middle Class, 
forms the solid, substantial back- 
bone of a Nation in = demo- 
cratic princi prevail. 

—This little na is thrifty, spends 
and saves with an eye to Dollar's 
value and its accumulative ad- 
vantages— ; 

—But unfortunately for this little 
man and the important group he 
represents, the Big Government 
is profligate in handling the 
moneys which the little man is 
forced to disgorge. 

—It's astounding ‘the utter contempt 
with which money is held by those 
who have the power to spend big 
wads of it. 

—A dollar means nothing; a million 
is thrown away without planning 
or reason; billions follow. 

—I'm quoting from a letter received 
recently from a friend of mine who 
is an Army officer, located in one 
of our largest and most impor- 
tant military posts: 


“We have a huge grader working “ 


in front of quarters. | asked the oper- 
ator what was the purpose of the 
work. He didn't know. What does 
your plan say? ‘Listen Buddy,' he said, 
‘I've been here since November with 
this buggy and | ain't seen a plan yet.’ 
That's the fact. There is no plan. All 
helter skelter. No worse here than 
elsewhere, but it makes one sick at 
heart." 


SU Tenn 


President 





Washington Shoe Retailers, con- 
ducting a lecture course in Wash- 
ington, D. C., on Tuesdays and 
Thursdays, between May 20 and 
June 12. 

Congress apportioned money un- 
der the George-Deen Act whereby 
education in distribution might be 


had at the expense of the State and 
Government. It has been tried in 
St. Louis and some other spots but 
it is still in the incubator of time. 
This course—“*What About Shoes” 
—is held in the Columbia Theater, 
12th and F Streets, N. W., as a 
morning session, 9 to 10 Tuesdays 
and Thursdays between the above 
dates. The same lecture is given in 
the evening session, 8 to 9.30 at the 
Roosevelt High School, 4301 13th 
Street, N. W., and shoemen are cor- 
dially invited. 


The committee consists of: 


Edwin Hahn, Wm. Hahn & Cov., chair- 
man; A. J. Soucy, Thom McAn Shoe 
Co., vice-chairman; Harry F. Hannasch, 
Frank R. Jelleff, Inc., secretary; Herbert 
IJ. Rich, B. Rich’s Sons. 

Executive committee: 


Joseph DeYoung, Joseph DeYoung, 
Inc.; A. E. Felser, Felser Shoe Co.; L. E. 
Massey, Artcraft Footwear; Aubrey Mei- 
sell, Queen Quality Boot Shop; Franz 
Richey, Franz Richey; Jack Rosenberg, 
The Hecht Co.; Marvin Seligman, S. 
Kann Sons Co.; Herman Siegel, Chand- 
ler’s Boot Shop; Al Silverman, Lansburgh 
& Bros. 


* * 


RAYMOND TWYEFFORT, New 
York tailor and chairman of the na- 
tional fashion committee of the Mer- 
chant Tailors’ and Designers’ Asso- , 
ciation of America, says: 

“We're going back to the pioneer 
days, back to Indians, cowboys, 
lumberjacks, the Canadian Moun- 
ties. They all knew plenty about 
color. The Canadian Mountie wears 
red and gets his man. Now the 
American wears red and gets his 
woman. Red alleviates fear and 
makes a man strong, dynamic and 
invincible. Yellow makes a man 
gay. Blue soothes him if the shade 
is just right and green makes his 
amorous. 

“Color, gives form life. It’s like 
the vitamins they are now putting 
in white bread to give us strength. 
Color does something to you spir- 
itually.” - 
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“FLAT feet—their care and treat- 
ment,” was the subject of expert 
observations made in a 5-column 
newspaper article, “Marines Have 
No Place for Flat Feet,” by Lt. 
Comdr. J. L. Manion, “flying doc- 
tor” of the United States Navy, who 
is examining scores of prospective 
Leathernecks daily in the recruiting 
headquarters of the United States 
Marines in the U. S. Courthouse. 


In the average “favorable” case 
of flat feet, only six weeks are re- 
quired to put the arches in shape 
for the medical officers’ approval. 
Out of 10,000 cases of defective 
arches inspected within a certain 
period, 50 per cent were of a type 
that permitted improvement through 
exercise and massage. 

Flat feet fall into two categories, 
one of which is curable, according 
to Lt. Comdr. Manion. “In the first 
category the feet can be improved 
in muscular tone and arches built 
up through proper exercise,” he 
said. “The second category repre- 
sents an anatomic situation, such as 
a permanent injury to the keystone 
of the arch, which defies improve- 
ment. 

“Many applicants have arches 
that are depressed, but are not defi- 
nitely flat. In these cases we advise 
a course of foot calisthenics that 
may improve the muscular tone and 
bring the arch up to the passing 
point. 

“Nature was right—barefooting 
it keeps the arches working properly 
and keeps the muscles in good tone,” 
continued Lt. Comdr. Manion. “But 
where artificial arches are used they 
must be flexible. They must not take 
the form of ‘splints’ in supporting 
the arches. It is not generally 
known that the feet of a person who 
walks about a good deal during the 
day ‘grow’ as much as half an inch 
between the time of rising and going 
to bed. It means that the arches 
have relaxed’ to such an extent that 
the foot has increased in length.” 


May 24, 194! 


REX DICKINSON, field educator 
for the Selby Shoe Company, travels 
in a trailer 25,000 to 30,000 miles 
a year, promoting better fitting and 
better service. As “Ambassador of 
Good-Will” for the Selby Shoe 
Company, his work has proven help- 
ful to the salesmen at the fitting 
stool to do a better job of selling 
all lines of shoes carried by the 
stores. Rex Dickinson says: 

“We must start soon to rebuild 
the confidence of the consumer. In 
the old days the trade knew who to 
trust and who to believe; but today, 
well that’s a different story. Every 





day many women say to me: ‘Who 
can I believe? You tell me one 
thing and the salesman in another 
store tells me the other. I am so 
confused I don’t know where to 
buy.’ 

“When customers talk like this it 
is, I think, time that all of us inter- 
ested in the shoe industry started 
doing something about it. I con- 
duct sales meetings in each store 


while I am working with an account 
and I try to impress upon the sales 
people in my talks the importance 
of good selling, good fitting, and by 
all means, telling the truth. How 
much good I have done is only -a 
guess, but my heart is in what I try 
to sell and my hope is that I may 
leave just one thought that will in 
some way be useful to someone that 


will bring about better selling, bet- 
ler fitting and above all a better 
feeling toward the firm by whom 
they are employed. 

“If I could in some way put over 
to all sales people, as well as man- 
agers and owners of the shoe stores 
throughout the country, that the 
customer only expects to be treated 
like anyone would want to be treated 
—the same as you or I. If I could 
sell just this one idea, selling would 
become easy and half the worries of 
the sales force would be over. My 
experience has taught me this is the 
truth.” 





“But Madam! How can that shoe be a mile too long when our store is only 30 ft. wide!” 
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EPISODE I: 
GETTING STARTED 


ED FREEMAN surveyed his shelves proudly. His first 
day in the shoe business was about to begin. Inheriting 
$5,000, he had decided to go into business for himself. 
Rightly or wrongly the die was cast. 

The door swung open. Ed put on a welcoming smile 
and advanced to meet his first customer. “How do you 
do, sir.” 

“Hm, you don’t need to do a greeter act for me, 
young man,” a heavy-set, loose-jowled man answered. 
“I’m Alfred Hughson from across the square, and. . .” 

Ed broke in: “A survey of Mytown was made for me, 
Mr. Hughson, before I decided to settle in this section 
of Michigan. They said there was plenty of room for 


cut the 
feet, 


by THOMAS N. YOUNG 


two shoe stores and the trade of both could be consid- 
erably increased by . . .” 

“Survey. be blowed. I’ve been here 23 years,” Mr. 
Hughson snorted, “and if you think I won't cut the 
ground from under your feet, you’re mistaken. Good- 
day.” 

Ed watched the retreating figure with a sinking heart. 
His neighbor apparently meant to cut prices until he 
froze Ed out. Then several customers came in and Ed 
forgot his apprehension in showing his merchandise. As 
his first real cash clinked into the register Ed wished 
fervently that he could just learn to merchandise and 
not have to think about competition. But that was the 
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life-blood of business, wasn’t it? Heck, what was the 
use of philosophizing? 

He bowed his first customers out with the wish that he 
could serve them reguarly. They told him how attractive 
his store was but were non-committal about being regu- 
lars. The new broom, he thought, gets attention as well 
as sweeping. 

Two men without hat or coat came in. Ed knew they 
must be from next door. “We’re neighbors,” a round- 
faced man said cheerily, “I’m Tompkins, the druggist, 
and this is Will Graham, the meat man. He’s got some 
darn good cuts, too, if you ever get to keeping house.” 

“It’s nice of you to call,” said Ed, wondering if this 
call would turn out as the last had. 

Will Graham folded pudgy hands over a rounded 
stomach, although his large frame carried it well. 
“We're going to have to put new fronts on our places, 
too, plague take it,” he joked. “You must have spent a 
good $1,500 on the remodeling and lighting of this 
place. It sticks out and puts us in the shade so we'll 
have to spruce up, too.” 

Tompkins nodded. “Ive already called.Tom Green, 
who did your work and told him to get a bid together 
on a job for me. You're going to start a modernizing 


The story of a young American who 
had faith in free enterprise, reso- 
lute determination and ambition to 
build a business he could call his 


At 


boom in this town. I like your display cases, too. Re- 
minds me I need some myself.” 
Their friendliness broke Ed’s reserve. He found him- 


self telling them of Alfred Hughson’s threat to run him 
The two men looked at each other. Then both 


began to talk at once. 


out. 

It was just like Hughson. He was always against 
progress. There was plenty of room for both stores. Of 
course, Ed would get the curiosity business at first. 
Then he could find out what lines he wanted to concen- 
trate on and do a thorough job with those. Let Hugh- 
son keep the cheaper trade. Why didn’t he go in for a 
little better type of shoe? 
shoe stock anyway ? 


How much had he spent on 


“Twelve hundred on what you see on the shelves now 
and $1,200 worth of additional stock will be delivered 
during the next two weeks, as fast as they can be 
shipped,” he answered. “I kept to basic shoe types in the 
first order until I see how things go. Thes perhaps I 
can buy carefully and get in more variety.’ 

[TURN TO PAGE 67, PLEASE | 


THE DAY of his first Round Table Ciub speech .. . 
Ed was terribly excited, but his shy good manners 
carried him through. 
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A Shoe Tack In 


THE Lion has begun to roar! Price fixer Leon Hender- 
son—“because conferences with industry failed to pro- 
duce results”—imposes a drastic price ceiling on cotton 
yarn. This is the first price ceiling applicable to con- 
sumer goods to be put into operation by the Adminis- 
trator of the Office of Price Administration and Civilian 
Supply. He moved fast “to discourage any notion that 
an industry could run up prices during a period when 
a price ceiling was being anticipated with an idea that 
the ceiling would be established at speculative levels.” 
Yarn now selling for around 52 cents a pound is now 
given a frozen top price 12 cents below that level. 

This quick action by the Price Fixer is expected to 
have “direct results on related markets and indi- 
rect psychological influences on others.” 

Time, in its May 12 issue, said: 

“In wartime there can be no such thing as competi- 
tion. There is more business than all the industry of the 
country can handle. Competitors must cooperate with 
each other to meet even minimum Government demands. 
The Government, not the price, controls demand. The 
old Law of Supply and Demand is given a holiday. 
That is the Baruch thesis—and now Henderson’s text, 
with 1941 modifications—but the U. S. never saw its 
full effect in World War I because the Armistice came 
first. Shoes were reduced to two types and to black, 
white, tan, etc... .” 

We, in the shoe industry, remember Bernard Baruch 
and I think we are going to remember Leon Henderson, 
historically speaking. You notice the item puts shoes 
first. That was the Baruch approach—to find an ex- 
ample in a field common to everybody. More’s the pity 
because shoes represent a low-profit industry; one that 
is intensely competitive; one that must serve with hands 
and head and one that is meek, mild and defenseless 
against economists, etc.; an industry that has always 
had “millions for cocktail parties, style shows and the 
like but not one cent for organized research.” 

The proposal to extend Federal price controls is 
apparently based on the belief that manufacturers can 
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The Lion’s Paw 


fix the price of their products at any point they desire. 
It is true that we have magic retail prices in chain store 
operation; but that price has been held, high leather 
or no, by juggling the quality. No one article of wearing 
apparel lends itself so readily to price juggling as shoes. 
You can take things out, put substitutes in; we speak 
of women’s shoes, naturally; and the public cannot the 
wiser be. In men’s shoes leather is so much a part— 
but what leather . . . corned beef or tough bends. . . 
it all depends. 

Merchants in the various market places last week 
ordered shoes for Fall. In many cases there were no 
listed increases in shoes selling above $10.00 and mild 
increases in shoes selling above $6.50. Whether the 
manufacturers have been frightened to death by Wash- 
ington or whether increased volume compensated for 
the higher ingredient cost is something to speculate 
about. 

Retailing is vulnerable to a lot of rises in costs that 
range all the way from increased expressage to a plea 
for an increase in wages by a clerk whose rent has been 
“upped.” 

When it comes to shoes, we can look for price trouble 
in men’s shoes, boys’ shoes and children’s shoes—where 
leather plays such a large part. If we have hide price- 
fixing, we are likely to get leather price-fixing and the 
public will naturally expect a retail price-fixing. So it’s 
the leather shoes that sell under $6.50 that will bear the 
burden of Washington regulation. Concerning women’s 
shoes, and shoes above $6.50, there’s a little leeway 
because the ingredients are varied. diversified and not 
subject to the wear-test-qualities. Millions of pairs of 
shoes are purchased because of fashion and satisfactions, 
other than friction wear. A good fit can compensate 
for lots of things. 

So you see, shoes are a variable that can be priced all 
along the line and we say “price them for a profit.” The 
Lion in Washington has a bite to back up his roar and 
the cotton people have found that out, but shoes are 
too complex to regulate completely. 
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Kashions Live Aga 


by ELEANOR RUTLEDGE 
FASHION EDITOR 


COSTUMES ON THESE PAGES are two of 
the F.F.A. ... First Fashions of America 

. garments in current store promotions. 
Upper left: Early American inspiration in 
the Colonial judge’s pleated, squared collar, 
roll brim hat, old lantern pin. Lower 
right: Colonial pique blouse with char- 
acteristic frills, very long sleeves, waist- 
coat pockets. 


FASHIONS OF COLONIAL DAYS... STYLED TO THE NEEDS OF 1941... 
ESTABLISH IMPORTANT TREND FOR FALL. 


WITH French sources of fashion inspiration in eclipse, 
American fashion experts are discovering America these 


days. Going to the sources of inspiration . . . as the 
French designers have always done . . . they have 
studied historical and native costume designs, adapting 
these ideas to modern fashion needs. Current history 
has also been drawn on. Note, for instance, the strong 
Chinese influence in current styles. Strongest influence 
of all, however, is the patriotic, the American theme. 
The “Americana” . . . early American . . . influence is 
particularly strong in shoe styles for Fall. Seventeenth 
and eighteenth century men’s shoes were taken as 
bases for women’s styles. The straps, buckles, tongues, 
side lacings, one and two-eyelet ties; broad treads, 
sturdy heels, fit well into the masculige and military 


s 


trends in women’s styles. (Style articles in THe Re- 
CORDER over the past months have covered this story in 
detail.) 

In the ready-to-wear and accessory fields, manufac- 
turers have received inspiration from the results of a 
fashion research trip through Virginia, New York and 
the New England States made last Fall by Marian 
Stephenson, expert fashion research student and candid 
camera fashion photographer. Inspired by her studies, 
these manufacturers have developed First Fashions of 
. F.F.A. . . . clothes which are being sold 
across the country in leading stores. We show two of 
these costumes here. Adaptations from Colonial men’s 
styles, they are perfect accompaniments to the Colonial 
shoes sketched on these pages. 


America . . 
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Accepted Fashion Leader of the World, 
America Turns to Native Sources of Inspi- 
ration .. . Styles of the 1600's and 1700's, 
Adapted to the Modern American Woman's 
Needs in Clothes, Accessories and Shoes. 





from 


A BIRD'S-EYE VIEW OF LEADING al 
LEATHERS IN STYLES DESIGNED differ 


FOR THE NEW FALL SEASON 
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THE dull surface and the highly polished . . . these | 
y po 


are the two ideas dominating the Fall leather picture. 
Both have a definite style appeal. Newest idea is the 
highly polished look. It belongs with the trend of the 
times. Men in the service, home on leave, will wear 
shoes with that smart, well-groomed look. “Bootmaker 
finish” is giving the same look to women’s shoes. This 


luxur 
for he 
finish 


new type of antiquing is clear enough to show the qual- 
ity of the leather and the stitching and other detailing. 
By deepening the color of a leather, this finish is add- 
ing variety to the Fall color range. 

Smooth and glossy leathers without the bootmaker 
finish are also slated for strong acceptance. Smooth 
kidskin, calfskin and patent leather have been used in 
new ways. Glazed kidskin is finding a place in street 


shoes with low walking heels. Calfskin runs the gamut 


Reading from top to bottom: Smooth, sleek, black 
kidskin stepin with new Mello stretchable kidskin top 
line and smart service insignia on throat ornament. 
From Ruby Kid Division of John R. Evans & Co. 
Interesting adaptation of the sabot strap in black 
suede slipon with red piping. Tan-Art black suede 
from G. Levor & Co. Popular type of elasticized 
pump in Amazon Kid with bootmaker finish. From 
Amalgamated Leather Companies. 


Style Trends for Fall Become More Marked as 
Season Advances. Variety of Leather Surfaces, 
Increased Use of Bootmaker Finish and Early 
American and Military Influences Important Fea- 
tures of Fall Models. 








from dressy to tailored. The patent leather shoe is 


being styled in new ways which make it an entirely 


different shoe from the all-over patent pump or the 
combination elasticized fabric patent leather stepin. 
Sueded leathers and crushed, grained and shrunken 
leathers with dull finish are due to continue in a va- 
riety of types. Many women prefer a shoe with a dull 
velvety surface. They definitely want it in their dressy 
shoes. The answer is, sell her two pairs of shoes in- 
stead of one to start the Fall season . . . a pair of high- 
ly polished tailored smooth leather shoes and a soft 
luxurious dressy suede shoe. Or . . . if she prefers . . 
for her tailored shoe sell her a very smart, subtle dull 


finish leather with some surface interest. 


Reading from top to bottom: New use of glazed kid- 
skin for suit shoe with lower heel. In Rico Brown 
with early American influence in wide square buckle. 
From New Castle Division of Allied Kid Co. Softly 
tailored elasticized stepin, adapted to many occasions 
in new leather . . . “Caprice” . . . from Surpass Leather 
Co. Patent leather for Fall is a smart style idea. This 
model in Rico Brown. Note military braid chevron 
trimming. From Colonial Tanning Co. High-riding 
tongue slipon showing Early American influence. 
Black patent leather piped with red on smart low 
heel. From Seton Leather Co. Model to left: Low 
tongue slipon in Antique Ruby color Kiltie Grain. 
This four-way boarded calfskin has been tanned espe- 
cially for very deep antiquing, the boarding treatment 
and the grained effect top of the leather allowing the 
stain to sink in deeply. From Ohio Leather Co. 











NEARLY 600 exhibitors, an increase of approximately 

ten per cent over last year’s total of 540, will display 
their lines of shoes, leather and allied products at the 
twenty-second annual Boston Shoe Fair on June 2, 3, 
4 and 5. Eight hundred sample rooms at the two 
official hotels—the Hotel Statler and Parker House— 
will be needed, it is estimated, to care for the un- 
usually large number of firms expected to take ad- 
vantage of this yearly opportunity to book orders for 
early Fall selling at retail. 

Furthermore, while this is essentially a volume shoe 
market event, and is so advertised, the list of ex- 
hibitors elsewhere in this issue of Boot AnD Snoe Re- 
CORDER reveals the names of many who cater to the 
smaller dealer and whose in-stock services are an 
integral part of the merchandising set-up of hundreds 
of owner-operated stores in all parts of the country. 

The recognition of this fact, plus the presence at the 
Boston Fair of literally hundreds of exhibitors in the 
volume field insures the attendance of buyers from all 
parts of the country and from all types of retail stores. 
Present indications are that in point of buyer-attend- 
ance this will be the largest event of its kind which has 
Leen held in Boston for many years. 

Market conditions make it imperative that every 
buyer who can possibly do so attend this year’s Boston 
Shoe Fair. For this there are a number of very good 
reasons. In the first place, prices are yet to be de- 
-termined. What we know to date is that the industry 
is faced with rising materials costs, rising labor costs, 
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increased taxation, and an increase in the demand for 
shoes which, first manifest in the industrial districts, 
is rapidly becoming nation-wide as the billions for 
defense and aid to Britain find their way into the 
pocket-books of the nation’s workers. This means 
higher prices for shoes, but how much higher, in view 
of the necessity of keeping to a minimum any and all 
advances in the price of consumer goods, is anyone’s 
guess at the moment. 

The answer to this question will be found in Boston 
in June, by which time the outlook will be clearer than 
it is now. 


BUT economic conditions also affect style trends, and 
the unusual economic conditions with which we in this 
country are now faced may bring into existence changes 
of patterns, materials, colors, even changes in lasts. 
This is the second and very good reasons for planning 
now to attend the Boston Shoe Fair. As summarized 
by H. O. Rondeau, able chairman of the committee in 
charge of this year’é Fair: “The ideal time for buyers 
to make’ complete plans for Fall is the first week in 
June. By that time certain styles will have been pre- 
tested, the advance showings will have served their 
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purpose, volume houses and those with in-stock depart- 
ments will have completed their Fall plans. At that 
time the buyer can go into the market and select his 
Fall shoes with greater certainty of success than on 
any previous date.” 

Entertainment? Well, this is supposed to be strictly 
a business affair but candor*compels the committee to 


Shoes... 


admit that there will be the usual golf tournament on 
Monday, June 2—the opening day of the Fair. This 
year, as was the case last year, the tournament will be 
held under the auspices of the Boston Boot and Shoe 
Club, whose recently elected president, Frank C. 
Donovan, heads the committee in charge. This year— 
and again also at last—the course selected is that of 
the Wollaston Golf Club--not only one of the best 

[TURN TO PAGE 8], PLEASE] 





Name 


Abrahams, David ..... 

Accurate Shoe Corp. . 

Adams Shoe Mfg. Co. Secs 
Alberts ey ba StS get ea ee 
Allen Shoe Co 

Allen-Squire i re ae 
American Girl Shoe Co. 
American Shoe Co., 

“American Shoeneling”™ 

Amity Slipper Corporation .. 
Ansin-Anwelt Shoe Mfg. Co. 
Ansin Shoe Mfg. Co. ..... 
Anwelt Shoe Mfg. Co. 
Arco-Marathon Corp. ........ 
Ascutney Shoe Corporation 
Ashe Shoe Co., George . 

Astor Shoe Mfg. Co. 3 
Atkinson Shoe Corporation me 
Atlantic Footwear Co., Inc. 
Atlantic Tubing & Rubber Ce... .. 
Atlas Footwear Corporation ... 

Atlas Shoe Co., Inc. ............ 

Auburn Rubber Corp. .................. 
Avon Sole Company 

Be ioe Faia os Sadr ans ve sp 678 
B & C Shoe Co. . Re ga . 818 
B & W Footwear Co., Eo eee 
Badger Glove & Slipper | O*ESS 

Badorf Shoe Co., Inc. ..... 

Banner Slipper Co., Inc. 

Barbour Welting Co. ..... 

Baris Shoe Co., Inc. ...... 


_ 1086-1088 
. 557 


‘ Mezzanine 


W513 
W517 


.. 438 
.. .B6l 
691 
. 636 
.. 841 
.756 
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List OF Exhibitors 


H. O. Rondeau 


Chairman, Boston Shoe Fair 
Committee 


HOTEL STATLER 


Room 
..776 


Name 
Barker Shoe Co. 
Barr & Bloomfield Shoe Mfg. Co. 
Bata Shoe Co., Inc. ...... 
Beacon Hill Shoe Co. .. 
Beaudin Shoe Company, L. E. 
Beaufort Products Co. ...... 
Beauty Rest Slipper Co., Inc. . .. 
Beckerman Shoe Corporation 
Bedford Shoe Co. .......... 
Beebe Bros. Rubber Co. .. 
Beford Shoe Co., Inc., A. J. 
Belcher Co., George E. .. 
Bell, D. H. & G. H. 
Belle-Craft Lawvee. Corp. 
Best Shoe Co 
Bickford Shoe OIE ae: 
Blum Shoe Mfg. Co. Bune ue 
Bona Allen, Inc. ............. 
Boot & Shoe Recorder ..... 
Boston Athletic Shoe Co. ...... 
Boston Machine Works Co. ‘ 887 
Boston Shoe Fair Headquarters . _. Parlor "C" 
Bourque Shoe Co. ................. 631-652 
Bradford Shoe Co. .................504-505 
Bradley Shoe Co. .... 22.2... ....54.. W606 
Braga Re So 581 
Bridgewater Workers’ ee 
Association ee 


821-823 

ion ve 
897-809 

. 815 

- Ps ane 
..... 778-780 
. . 728-731-752 
. 835 
..577 
569-571 
..520 

... 695 

. . 790-792 
1053-1055 
., 662 
et ae 
Parlor "D" 
: 781 


Bristol Shoe Co. ...... .. 532 
Brown Company ... fe. wee 
Brown Shoe Co., David ................734 


Name 


Brown Shoe Co., 
Burg, A. S. Co. 
Burlington County ‘Shoe Co. 

Burtron Shoe Co ' 
Cambridge Rubber Co. (Shoe OW.), 
Campus Shoe Co. .... 

Carleton, George F., & Co., Inc. 

C. B. Footwear Corp. 782 
Central Slipper Co., Inc. ... W805 
Charlsam Footwear Corporation. W706-W708 
Chelmsford Shoe Co. .. ee = 966-968 
Clark Shoe Co. 665-667 
Colby Shoe Manufacturing Co. 857 
Cole, Co., B. E. 801-803 
Collingwood Shoe Co., . .590 
Columbia Novelty Slipper Co. 679 
Comfort Sandal Mfg. Co., Inc. .. 833 
Comfort Slipper Corporation ...........640 
Compo Shoe Machinery Corp. 


WS514-W516-W518 
Connolly Shoe Co., 
Conrad Shoe Co. 
Consolidated Slipper Corp. 
Centinental Shoe Corp. .. 
Cenverse Rubber Co. 
Cooper & Sons, Inc. 
Cooper Slipper Co., S. 


Inc., H. H. 


W916 
. 889 
528 
556 


Inc., Joseph F. 
Cornelia Footwear Mfg. Corp. 
Coronet Shoe Corp. 


Cesmos Footwear Corporation WO 
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Name Room 
Craddock-Terry Shoe Corporation 
446-886-888-890 
ee Se ON eer re 411 
“Creative rc" Mezzanine 
Cushman Co., Charles . . 515 
Daetsch & Woodward ey Ree 956 
lg SRS BOE Si ES a Sa 628 
Dartmouth Shoe Co. ..... . 1000-1002 


Derman Shoe Co. ......  1065-1067-1069-1071 
Dewey & Almy Chemical Co. . 628 
Dine Shoe Corp. . 514 
Dolly Novelty Shoe Co., ‘Inc W605 
Douglas Shoe Co., W. L............ 433-434 
Dover Shoe Mfg. Co. . . 706-708 
Doyle Shoe Co., Inc. Parlor “E" 
Drexsage & Co., L., Inc vse ue 
Durand Shoe Co. hoo 
Eagle Shoe Mfg. Co .. . 449-450 
Eastern Footwear Corp 694-696-698 
Eby Shoe Corp. ... eit ie 
Economy Shoe Co. .................... 741 
Edmar Footwear Co. W501-W503 
Edwards, T. J., Inc we 
Elam Shoe Co., Inc., F. S .872 
Elco Shoe Co. 772 
Elfskin ee Ae bra ww otek oxi ack nal 555 
Elite Shoe Co. seg 


Emerson Shoe Co., AE 
Empire Specialty Footwear Co... ded-eat ate 
Endicott Johnson btpeel Women's Novelty 


a? Sues. . . 1066-1068 
Essex Rubber Co. _.W607 
Excel Shoe Co. 754 
Exeter Shoe Co., ........ 705 
Farmington Shoe Mfg. Co 410 
Fashion-Bilt Shoe Company 838 
Federal Shee Co., Inc .. . 965-967 
Fein & Glass, Inc. W505-W506 
Se I De hwawe 810-812 
Fleisher Shoe Company . 648-650 
Flex-Walker Shoe Co. ............... W517 
Foote Shoe Co., The San eteas Way 447 
Formfitting Slipper Co. ws02 


Franzen Shoe & Slipper Co. .. 
Frederick-Speier Footwear, Inc. . 
Frye Shoe Co., John A. . Sika a hig Cans 


Gale Shoe Mfg. Co. 

Gardiner Shoe Co., The 666-668 
Gardner Shoe Co . W609 
Gerber Shoe Rs te See re 804 


Members of the Executive 
Committee for the 1941 Boston 


Jacobs, E. H. Sulkis, Frank S. 
Shapiro, George Barkin, Samuel 
L. Slosberg and Maxwell Field, 
secretary-manager, New England 
Shoe & Leather Association. 





New England Shoes ... 


Name Room 
GilAsh Shoe Co. page OF Tt ..413 
“Gill Publications. The” . Mezzanine 
Givren Shoe Co., Inc., E. J. wee 
Gold Bros., Inc. .... 882-884 
Gold & Co., Inc., S. ... 853-855 
Golden Quality Shoe ee ety Ae 436 
Good Will Slipper Co., : 559 
ys Say. toe a la ... . 649 
Gotham Shoe Mfg. Co. .. 654-656 
Great Deal Shoe Co., Inc. <n odes 
Great Eastern Shoe Co ... 521-525 
Great Northern Shoe Co . 441-442 
Great Western Shoe Co 402 
Green Co., W. S. ..... 579 
Greenwich Footwear Corp. ............. 733 
Grossman Shoe Co. +. 830-832 
Hallowell Shoe Co . 500-502 
Hannahsons Shoe Co. ...» 562 
Harold Shoe Co . 568 
Harvard Shoe Co. .. . 1063-1064 
Hauthaway & Sons. ia & 2S 516 
Headway Shoe Corp. .............. 873-875 
Heicklen Sales Co., Lewis .......... 731-752 
Heilbrunn & Sons, J. .... . 827 
Horeclee Shoe Mtg. RRR SC 
Hermal Shoe Company ...... 1059-1061 
“Hide and Leather and Shoes” .Mezzanine 
Hoague-Sprague Corp. . 605 
Holly Shoe Co. . 578 
Holmes, Stichnoy & Walker, ‘Ine. .670 
Holtz Shoe Co., Inc., Herbert 930-932 
Homosote Co., ........... 815 
Horn & Short Shoe Co. is oe. 1030-1032 
Horwitz Co., Inc., Vincent : 634 
Hubbard Shoe Co., Inc. ... 663-664 
Hubler Shoe Co., George .............. 576 
Humphrey & Parker _.. 787 
Hyde & Sons Co., A. R. Wws8i6-W8is 
Inter-Allied Slipper Co., Inc. . w7i3 

.W707 


International Fabric Corp. . 


Interstate Shoe Co. .. 585-588-673-675 
Interstate Slipper Co., Inc oe. «W806 
Ireland Shoe Co., R. B. .. .520 
Jacob & Sons, Inc., H. . . 669-671 
Jacobs & Sons Co., A .526 
Jay Shoe Mfg. Co. 765-767 
Jean's, Inc. .... : .... 883 
Jersey Footwear, Inc. . W817-W8i9 
Johnson-Baillie Shoe Co. 728-731-752 
Kepner-Scott Shoe Co. . 643 
Kesslen Bros. ...... ss sahions aa 
Kesslen Shoe Co. 865-867-869 
Kimel Shoe Corporation 1001-1003 


Name 

Kirsh-Blacher Co. .. 
Kleinert Rubber Company, 1B. 
Klev-Bro. Shoe Co. 

Knight Slipper Mfg. Co. 
Knipe OK cede. 3 
Kramer Shoe Co. 

Kreider Shoe Co., re @ 
Kreider Shoe Mfg. Co., A. S. 
Kreider & Son Co., A. S. ... 
Kyros Shoe Co., P. re 
Laconia Shoe Co., Inc. 
Laganos Shoe Co., Chris 
Landis Shoe Co. 

Langerman Shoe Corp. 
Lebon Shoe Co. 

Lenox Shoe Co., Inc. .. 
Leonard & Barrows Shoe Co. 
Lester Shoe Co. ........ 
Levine, Al and Sol 
Levi-Weiss Sales Co. 

Liberty Shoe Co. . 

Lima Cord Sole & Heel Co. 
Lincoln Shoe Co., Inc. 

Lind Shoe Co. ...... 

Lithox Corp., The .. 

Little Welt Shoe Company 
Lorman, Shoe Stylist .. 
Louis Shoe Co. wee 
Lown Shoes, Inc. 
Lucey Shoe Co., John E. 
Lucille Footwear Co. 
Lumbard-Watson Co. 
Lunder Shoe ite 
Lynn Last Co. 

Maine Shoes, Inc. 
Majestic Shoes, Inc. 
Manning, John P., & Co. 
Manning-Gibbs Shoe Co. 
Marilyn Sandal Corporation 
Marks & Sons Co., The L. V. 


Martin & Tickeles Shoe Co., Inc 


Masterbilt Shoemakers 
Maxwell Shoe Co. 

Maybury Shoe Co. 
Mayer-Herman Company 
Mayville Shoe Corporation 
Medway Shoe Mfg. Corp. ... 
Medwed Footwear Co. 

Meis Shoe Mfg. Co.. 











The Charles 





Room 

.. 529 
3. cee 
982-984 
672-674 
415 
i,t 

. . 766-771 
..773 
768 
W610 

... W510 
775-777 
726-731-752 
.. 961 

. .623 
857-859 


409 
1031-1052 
754 
726-728-729 
824 

575 

622 

420 

. 683 
592-594 

.. 759 
..701 


WIOl4-Wi016-Wio18 
409 


580 

. 958-960 
871 

.-. «OB 
582-584 
624 

633 

560 
506-508 
784-786 
700-702 
446 

747 
1063-1064 
657 

870 

745 

743 
986-988 


* 


Fy 


*. 













Name 

Melrose Slipper Co., 

Metro-Craft Shoe a 

Meyer Box Co., Frank C. . Rade 
Midwest Shoe & owe Mig. Me 639 


1058-1060 

Minor & Son, Inc., P. W. .... Ri apse 49 
Mitchell Shoe Co. ................ 866-868 
Mitchell & Smith 
Monarch Shoe Co. 
Moose River Shoe Co. . 
Municipal Shoe Co., Inc. ............ 
intr Ste: Cb aS Xa oes 748-750 
Muskin Shoe Co., The 
Mutual Shoe Corp. .............. 
Myers & Sons, Inc., D. .............. 
Myrna Shoes, Inc. ................. 
Nashua Slipper Co. .................. W701 
National Shoe Corporation 
National Shoe & Lea. Co., Inc. 
National Shoe Mfg. Co. 
Newcomb-Anderson Shoe Co. ........... 
New England Shoe & Leather 

Association ... f 
New England Slipper Co. _.......... 753-755 
Newhall Slipper Co., Inc., Edw. ..........758 
Norma Footwear Corp. oe .. W512 
Norwalk Tire & Rubber Co. ar . 756 
Norway Shoe Co. .... Re "501-503 
Novelty Slipper Co., Inc. 
Old Town Rubber Co. ... 
Orange Shoe Co. 
Orono Moccasin Co. 
O'Sullivan Rubber Co., 
Owens Shoe Co. .. 
Packard Co., M. A. a 
Panther-Panco Rubber Co., Inc. 
Paragon Slipper Co., Inc. .... 
Paramount Slipper Co. 
Parkhill Shoe Co. 
Parkway Shoe Corporation 
Peerless Footwear, Inc. ....... 
Penobscot Shoe Co. ... 
Pfeiffer Co., Inc., Frank H. 
Philco Shoe Corp. ee 
Phillips Shoe Mfg. Ge..<: 
Phyllis Shoe Corporation 
Phoenix Slippers, Inc. 
Pierce Co., C. S. 
Pilling Shoe Co., John 
Pincus Shoe Co., Lester 
Plymouth Rubber Co. 
Porter Shoe Co. . : 
Preston Shoe Co., Inc. 
Prime Shoe Co., Inc. ...... 
Putterman Footwear Corp. 
Radio Slipper Co. ... 
Ramsey's, "They Cannet adh 
Raymond Shoe C 
Respro, Inc. .. 
Rest-Right Slipper Co. 
Rialto Shoe Co., Inc. . .. ; 645 
Rockingham Shoe Co. _.. 963-964 
Rondeau Shoe Co., H. O...W914-W916-W918 
Rosenberg Bros.,  Speaalpedde >. 
Roth-Rauh & Heckle, a 
Royal Shoe Co. 
Royce Baby Shoe Co. 
Royce Shoe Co. 
Rubin Bros. Footwear 
Ruth Shoe Co. ....... 
Saco-Moc Shoe Corp .. 
Saks Shoe Corp., M. J. 
Salem Shoe Mfg. Co., Inc 
Sherman Bros. Mfg. Co. 
Sherman Footwear Co. 
Shields Slipper —- i, ; 
Shoe Form Co., ... 421 end Mezzanine 

"Shoe & heels “Reporter 

Sibulkin Shoe Co., 
Sika? & Sena’ Willow Bie a 
Smith, James P. 


SR Sy 718-720 


. Parlor “C" 


+ Ines The 


_... 596-597-598 
Heh ak bee 874 
. 596-597-598 

.... 618 
. .625-627 
weis 
659 
722-724 
953-955 
W820 
770 
607-609 
W611-W613 
W810 
W809 
626-629 

. 931-952 
692 

. W807 
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Stillman Shoe Co., H.C. .......... 

Stone-Tarlow Co., Inc........... 

Stratton Shoe Co. 

Suffolk Shoe Co. 

Sullivan Shoe Co., P. 

Sun Shoe Mfg. Co. 

Supreme Shoe Mfg. Cco., Inc. 

Supreme Slipper Co. ... 

Taylor & Sons, Inc., Thomes 

Tower Stitchdown Mfg. Co.. 

Truitt Bros. Inc. ... 

Unique Shoes, Inc 

United Last Co. 

United Shoe Machinery 

p. ... W714-W716-W718 

Universal Shoe Corp. .,... 601-603 

Universal Shoe Mfg. Co. 
(Wos. Div.) 

Vale Shoe Co., Inc. 

Vamos, Alfred D. 

Vanity Shoe Co. 

Venus Shoe Mfg. Co. 

Viko Shoe Co. 

Vinecour Shoe Co. 

Viner Bros. 

Vogue Shoe Corporation 

Vulcan Corporation 

Waldman Bros. ........... 

Wall-Streeter Shoe Co. 

Walton & Co., A. GS. 

Ware Shoe Corporation 

Washington Shoe Co. ........ 

Wear Best Footwear, Inc. ... 

Weber Shoe Company 

Webster Shoe Corp. 

Weinstein Shoe Co. , 

Well-Worth Slipper Co., inc. 

Werman & Sons, Inc. ................. 1062 

Wheaton Shoe Company 

Wiley-Bickford-Sweet Corp. 

Winchell Shoe Mfg. let: 

Wise Shoe Co. ... 

Wolf Shoe Co., 

Wood and Sent a Gay... 

Woodward & Wright Last Company 


. 886-888-890 
761 

959 

... 824 
Wo6-Wol8 


; 
783-785 
954 

710 

. 854 

.. 404 
521-522-525 
610-612 

. 613-615 
wesi2 
....,. 688 
. 600-602 

. 837 


572-574 
443-444 
..703 
686-688 
877 

. 558 


Parker House 


638-640 
438 
_... 548 
328-330 
...212 
562 
408-410 
332-334-336 


Air-Tred Shoes, inc. 

Alden Co., C. H. , 
Altman Bros. Shoe Mfg. Co 
Athletic Shoe Co. 

B & B Shoe Co. 5 
Bancroft-Walker Co. 

Bates Shoe Co. 

Bellaire Shoe Co. .. 

Brauer Bros. Shoe Co. . eS 
Brockton Co-operative tise ie: 320 
Brown Shoe Co., 309-31 1-542-544 
California Shoes, <. =. ao 
Carmo Shoe Co. .... 620-622 
Clover Shoe Mfg. GB oe . 609 
Cobbler's, Inc., of California ...........448 
Connell Shoe Co., J. M. Inc....... .502-504 
Connolly Shoe Co. . .. 416 
Coon Co., Inc., W. B. . 470 
Curtis Shoe Co., Inc. 412414 
Curtis-Stephens-Embry Co. 306-308-310 
Dalsan, Inc. ..... eee | 
Devine & Yungel Shoe Mfg. Co..... 450-464 
Diamond Shoe Corporation ...° 314-316 
Dickerson Co., Walter T. .. 564 


W712-W715_ 


Drew Shoe Co., irving 
Dunbar Pattern Co. 406 
Dunn & McCarthy, ine... 624-626-628-630 
Eaton Co., C. A... 

Edgewood Shoe Fectories 

Edwards & Co., Inc., J 

Elias Bros. 

Empire Specialty Footwear Co. 

Enna Jettick Shoes, Inc...... 

Evans’ Son Co., L. B......... 

Foot Delight Shoes 

Forest Park Shoe Co 

Freedman & Sons, Inc., A. 

Gilbert Shoe Co. She 

Godman Co., H. C. ... 

Gordon Shoe Co., Inc., Reuben 

Gray. Bees. lees... 202s: 
Green Shoe Mfg. Co., The... 
Gregory & Read Co...... 
Heel Hugger Shoes, Inc... . 
Hill Bros. Co., Hudson, Mass 
Huiscamp Bros. Co. 

ideal Shoe Mfg. Co. 

Janice Shoe Co. .. 

Jarman Shoe Co. .. 

Johanson Bros. Shoe Co. .. 
Johnson, Stephens & Shinkle 
Juvenile Shoe Corporation. .. 
Keith, Keith & McCain....... 
Keystone Slipper Co. ......... 
Kleven Shoe Co. ...... 
Menihan Corp:, J. G... 
Metropolitan Shoemakers .. 
Meyer Box Co., Frank C. 
Middletown Footwear, Inc. 
Milius Shoe Co. 

Miller Shoe Company, “The 
Moulton Bartley, Inc. ..... 
Musebeck Shoe Company 
Natural Bridge Shoemakers 
Old Colony Shoemckers 
Paramount Shoe Co. ... 


518-520 
324 
342 


632-634-636 


"532-534-536 
348 

522 

. .524 
606-608-610 
.302, 368, 646, 648 
. 468 

560 

. .250 

570 

438 

514-516 
424-426 
..312 

. 248 

340 

. 662 

. a2 
508-510 

360 

266 

. 432-434-436 


Pied Piper Shoe Co. .... 
Pli-Mode Shoe Co.......... 
Princess Shoe Co. .. 

Queen Quality Shoe Co. 
Rasmussen Shoe Co. ... 
Rice, O'Neill Shoe Co.... 
Rosenthal & Doucette, Inc. 
Salvage Shoe Co., Louis H 
Salvage-Molloy Shoe Co. 
Sandler Co., A. .... 
Scholnick Shoe Company 
pee psy Co., Inc., 


Be sya: oo 
Simplex Shoe Mfq. Co. 

Slater Co., C. B. 

Smith Shoe Co., GS. Edwin. 
Spalsbury Steis Deovers Shoe Co. 
Sportster Londonaire Bootmakers 
Springer, Hons ..... 

Stein-Sulkis Shoe Co. 

Swan Shoe Co., Inc...... 

Taylor Corp., E. E. 

Tred Step Shoe Co...... 

True Step Shoes, Inc. 

Tupper Inc. 

Unity Shoemakers Corp. .... 
Virginia Shoe Co. .. 

Vitality Shoe Co. ... abe 
Waverly Shoes, Inc. .......... 2.2 0..005. 
Walkin Shoe Co. .. ns: 
Weyenberg Shoe Mfq. Co... .. 409-411 
Wolf-Tober Shoe Co. 612-614 
Wohl Shoe Co. ; . . .305-307 
Wright & Co., Inc. E. T. ... 664-666 
Zulick & Co., J. S. . 546 


418-420 
314-316 
ee 
206-208-210 


Boot and Shoe Recorder 











PARDON US 
FOR STRUTTING 
OUR STUR 





Right-down-the-alley Styling. Pre-tested in 
our Walk-Over laboratory stores. Best-seller, 
famous name patterns including EASI GAIT, 
KOOLIES, MUDHOUND, CABANA (tenth anni- 
versary drive this Fall on Cabana, the style 
that’s brouglit retailers 12 million dollars). 


Footograph Fit. One more Walk-Over exclu- 


sive. Quick, accurate, scientific plan of your 
customer’s foot. The first step to the extra 
comfort of Walk-Over Natural-fit lasts. 


Mey 24, 1941 
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“Walk-Overs walk right off my shelves”—that’s what retailers say who tie in 


with our magazine promotions. National advertising with a local wallop. Pre- 
selling the prime prospects in your community. You get complete and coordinated 
store tie-in material. Window blow-ups, display cards, newspaper mats, mailings, 
inserts, radio scripts, etc. ... 


WALA: OVER 











another name for lurn-over 





How's your turn-over? Our modern In-stock Dept., one of the country’s largest, 
reduces your overhead, speeds turn-over. There are some open towns where the 
Walk-Over franchise is available. Get in touch with us and start building a profit- 
able business right now. Address: Geo. E. Keith Company, Brockton, Mass. 





How New OPM Priorities Committee 

for Hides, Skins and Leather Will Func- 

tion ... “Business Almost as Usual" Is 
Now the Watchword, as Retailers Take Alarm at 
Drastic Warning from Donald Nelson .. . News 
and Views from the Nation's Capital. 


BIRD’S-EYE view of how OPM’s new 
priorities committee for hides, skins and 
leather will function when and if it faces 
‘priority problems has been outlined by 
priorities division officials. The commit- 
tee, for example, could: 

1, Aid some manufacturing company 
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in the leather field to obtain supplies. 

2. Help tanners and producers procure 
machinery or repair parts needed to 
maintain production. 

3. Weigh the necessity for and recom- 
mend some general priority control to in- 
sure that leather products would go for 


defense needs ahead of non-essential re- 
quirements in the event leather supplies 
became short. 

Under the system, a shoe company un- 
able to buy leather would file with OPM 
an application for a preference rating. 
Dr. Harry S. Rogers, former president 
of the Brooklyn Polytechnic Institute 
and now chairman of the priorities di- 
vision’s general products group, would 
check with OPM’s production and pur- 
chasing divisions for possible alternative 
solutions, and then issue a preference 
rating carrying a definite delivery date. 
If the problem was new or unique, the 
committee on hides, skins and leather 
would be called in. 

If a tanner encountered difficulties get- 
ting production machinery or repair 
parts to turn out a primary military con- 
tract, which already has been given a 
preference rating, and if the machinery 
was unmitakably identified with the 
contract, the tanner would go to the gov- 
ernment contracting officer involved and 
ask that his rating be projected to cover 
the supplier of machinery. Assuming, 
however, that in most instances tanners 
would need such machinery for their 
general production purposes, they would 
make application to the priorities divi- 
sion. 

Tanners have been told that in the 
event they face such difficulties, the best 
procedure is to submit an application 
for a preference rating to be served on 
suppliers. A request for machinery or- 
dinarily would not go through the hides 
and leather committee, but its members 
would be in a good position to recognize 
the necessity for a particular preference 
rating and could suggest*that the ap- 
plication be given the green light. 

Hayden Raynor, assistant to Director 
of Priorities Edward R. Stettinius, Jr., 
recently gave tanners a pat on the back, 
assuring them that every official in the 
government’s defense organization is 
cognizant of the importance of the 
leather industry to defense. 


. 2.2 


CALLED by United States News, of 
which David Lawrence is editor, the 
“most difficult, most thankless job in 
Washington,” that of Leon Henderson, 
price administrator, is also one of the 
most interesting from the standpoint of 
the average business man. It represents 
the first major effort in this country to 
impose price controls, independent of the 
law of supply and demand. “A good 
trick if you can do it” is the way one 
shrewd business man described it, and 

[TURN TO PAGE 83, PLEASE] 
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) titi egpretatio ees 
as you sold it belgre pink > summer 
and autumn .< ialering exciting 
black .... named" wicked” ... 
for which only shoes made of Seton's 
gleaming black patent 
are potent enough! 


Lhe name fer fine patent leather 
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OTHER PEOPLE’S 


Why Did You Come In? 


Every few months the buyer of a 
midwestern shoe department asks his 
salesmen to conduct a recommenda- 
tion week. 

During this week, every salesman, 
during the course of a sale to a custo- 
mer, asks, “Who recommended our 
store to you?” 

A careful file is kept of all answers 
and the consensus serves as a reliable 
basis for future promotional work of 
the store. 

As a matter of fact, the store has 
found that the usual answer is that 
the store was recommended by 
another customer. In this case the 
store immediately writes a letter to 
the regular customer expressing its 
thanks. The new customer is also 
politely asked to mention the store’s 
shoe department to her friends—that 
is, if she is satisfied with the service 
and the shoes. 


* _ 7 
Are You Guilty of This One? 


A lady of our acquaintance was in 
the habit of buying all her shoes from 
a certain salesman in one of New 
York’s better department stores. The 
salesman knew her last, her proper 
size and could usually anticipate her 
style preferences. In fact, you might 
say that she just put her foot into his 
hands. But after a while he began to 
develop a funny characteristic known 
in the trade as the “excuse me” habit. 

While waiting on her he would in- 
variably want to be excused—to 
answer the telephone, to take care of a 
personal matter, to wait on another 
customer. . 
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IDEAS 


by JOHN F. W. ANDERSON 


One day he “excused himself” out 
of @ steady customer. 
MORAL — Concentrate on your 
present business. A customer in the 
hand is worth two in the rush! 
* * #* 


Cheer Up, Retailers! 


The nicest time of the year is here, 
the weather is nice, your customers 
are blossoming out in attractive 
Spring and Summer clothes and buy- 
ing the most attractive and cheerful 
shoes in your stock. So why not keep 
in touch with the times, and brighten 





MARSHALL FIELD & COMPANY 


E RIGHT SMART 

AND GO WILD WEST! 
Yippee! Pull cm your boots and shoes and go 
Wild Weat—it's the newest rage. Choose pronto 
from our roundap of smart styles. Young 
People's Shoes — Feurth Floor, Suuth, State. 

Cowboy boots, $5 to $7.50 according to size. 
Squaxs’ powwow oxford, $6.50 











And Right Smart with Early Ameri- 
cana styles 


up the appearance of your store. Get 
away from the dark stained woods—a 
paint brush and a gallon or two of 
paint will do the trick. Get some 
bright colored Summer seat covers 
and maybe a new floor carpet. Pos- 
sibly you will like the theme of an 
attractive Madison Avenue, New 
York, shoe shop: 

The furniture is of bleached maple 
with blue leather on the seats, the 
walls are covered with blue leather 
with white buttons, the carpet of dark 
blue completely covers the floor and 
the cheerfulness and cleanliness liter- 
ally invites business. 

And a competing store across the 
street has cream-colored walls, blue 
rug, white furniture and beautiful 
shadow boxes sunk in the walls. Both 
stores are indirectly illuminated and 
conceal their stock in the back room. 

* * ~ 


Cleaning Whites 


One of the most satisfactory extras 
that a shoe store can offer during the 
Summer is a white cleaning service. 
But to bring your customers in more 
often you'll have to do a good deal 
better cleaning job than they can get 
at home. For best results, two rules 
must be observed to the letter: (1) 
The shoe must be thoroughly cleaned. 
(2) The dressing must be put on very 
thin aad uniform. 

It sounds simple enough on paper 
and easy enough to follow but careful 
observance of these rules is the secret 
of a job well done. 

Failure to thoroughly clean the 
shoe, not only returns spots that may 
come through but, worst of all, means 
just piling a new coat of dressing 
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side the store. 





right on top of the other coats which 
the wearer rarely bothers to take off. 
One coat after another gradually robs 
the leather of its pliability and stiffens 
the leather to the point of cracking. 

The dressing should be put on thin 
and uniform according to manu- 
facturers’ directions. A thick coat to 
cover spots that should have been re- 
moved in cleaning results in streaking 
and general messiness. Filling in of 
perforations and pinking and obliter- 
ating of stitching is objectionable to 
any wearer who bought the shoes 
because of that decorative styling. 

7 * * 

“As Perennial as Summer Itself 

Classic Spectator Pumps” 
(The Guarantee, San Antonio, Texas) 

* = * 


Shoes for Play 


Here are a few display ideas that 
may be useful to retailers during the 
season of play: 

A circular, bright yellow sun placed 
in the window at a forty-five degree 
angle with play shoes fastened in a 
circle around the edge—toes pointing 
out. 

A sixteen-pane window frame 
placed diagonally across the corner 
of the window—no glass—but a pair 
of play shoes in each square. 

A couple of hundred pounds of 
sand dumped into your window to 
make a beach display, with sea shells, 
anchors, old logs, bright colored para- 
sols as a background to your play 
shoes. 

A large white display stand set up 
in the center of the front of your 
store, green surfaced shelves on top 
and a bright awning spreading over 
all. 

A large white display cart mounted 
on large white or red wheels, which 
the salesman can wheel up to the 
customer at the fitting stool after he 
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Mr. Feldhake—“When I opened this store several 
years ago, I had an idea that window displays could 
be developed into our most effective salesmen. I be- 
lieve that windows are a great traffic magnet and as a 
result, we trim windows every day ef the week.” 


O. P. Ideator—*“That must be a task for salesmen?” 


Mr, Feldhake—“It is, but they do it in their spare 
time during the day and our open back, shallow win- 
dows make the displays easily accessible from in- 








has sold her a pair of street shoes— 
just as a suggestion of the store's 
wide assortment of shoes for play. 

A pyramid display stand—four or 
five steps—play shoes on each— 
placed at the end of the store ahd 
illuminated from overhead by a soft 
amber spotlight. 


* + 


“Did You Know... ?” 


From a survey recently made by 
one of New York’s daily newspapers, 
we learn that both men’s and women’s 
feet have grown one and a half to 
two sizes on the average in the past 
20 years. 

“Twenty vears ago most women’s 
shoes sold were 4% to 5. Today the 
most popular size is 64 to 7. Men’s 
popular size 20 years ago was 8; to- 
day they’re 8% to 9. 

“The generally accepted reason why 
men’s feet have not shown the in- 
creased growth that women’s have is 
that men always have worn more 
sensible shoes, fitted more for comfort 
than vanity.” 

What is the importance of all this 
to the shoe retailer? 

1—1It shows the necessity of keep- 
ing accurate records of sizes sold and 
size trends from year to year to be 
able to note any size changes in your 
regular customers’ feet and act ac- 
cordingly in ordering stock. 

2—1t shows that women are now 
buying to please the foot as well as 
the eye, evidenced by the fact that 
women’s average sizes have increased 
more than men’s. 

= . _ 


Twelve Buyers in One 
Department 
The buyer of a prominent New 
York shoe department has found 
that, in large measure, his salesmen 
know more about the future desires 
of their customers than he does. 


QUICK CHANGE ARTIST 
(Mac Feldhake Footwear Shop, Santa Fe, New Mexico) 
“At the beginning of a season, we go one step 
further and trim windows several times a day.” 

O. P. Ideator—“i can see your salesmen don’t rest.” 


Mr. Feldhake—“That’s right. 
effective use of the windows, we use fresh flowers and 
dress fabrics as background material.” 





And to make most 


O. P. Ideator—‘“Is it worth all the effort?” 


Mr. Feldhake—“By constantly changing windows, 
we can find persons in our city who will be customers 
for every style in the store. 
80 novelty styles, we only ‘missed fire’ on one.” 


In fact, last year, out of 


“For after all,” he reasons, “they 
are out on the floor every day and get 
to know the customers preferences 
and satisfactions and to a consider- 
able degree their future trends in 
buying while I in my office learn 
more about complaints than about 
consumer preferences.” 

Therefore, before he goes out to 
buy shoes for the next season, the 
buyer calls all his salesmen together 
for a buying conference. 

He tells them about the style trends 
as he sees them for the industry as a 
whole and then asks the salesmen 
for their opinion as to what he should 
buy on the theory that they know 
better than he does the particuler 
buying preferences of their customers. 

The thrashed-out consensus of the 
group serves as the basis of his buy- 
ing in the market. 

* aa * 


Get "Em While They’re Young 


George Hoefs, owner of a shoe store 
in Milwaukee, Wisconsin, knows how 
to make children want to come to his 
store. And if you get the children’s 
trade, says Mr. Hoefs, you can prob- 
ably get the business of their parents. 

Eech time a customer brings a 
child into the store for the first time, 
Mr. Hoefs gets the name of the child 
and his birthday. Mr. Hoefs keeps a 
perpetual file on these dates—one 
child to a card. 

Just before the child’s birthday, 
Mr. Hoefs sends him a penny post- 
card inviting him to come to the store 
and select a birthday present. 

The gifts range in price from 25 to 
50 cents—not much in comparison to 
the increased sales and goodwill that 
result. In fact Mr. Hoefs can point 
to customers who came into his store 
as little boys and girls and still pat- 
ronize him now after marriage—and 
even bring their children in for shoes. 
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BEHIND THIS MASK... 


the secret of Onco Insole-ated Comfort! 


Important scientific discoveries in purified cellu- 
lose ... made while perfecting gas mask filter 
material for the United States Government... 
have opened an entirely new approach to the 
matter of cellulose insole construction. 


The result of these discoveries is Onco Insole- 
ated, an exclusive development of Brown 
Company, supplier of purified cellulose gas mask 
filters and foremost producer of cellulose insoles. 
The advantages of Onco Insole-ated are com- 
pletely unique. Unequaled by other insoles. This 


astonishing insole makes shoes extremely flexi- 
ble. In the scientifically correct manner. 


It conforms immediately to the shape of the 
foot. Absorbs sidewalk shocks. Insulates against 
heat, cold and dampness. Onco Insole-ated 
allows the foot to breathe. And provides a soft, 
smooth, flexible inside surface for the shoe! 


To secure these amazing comfort advantages, 
many of America’s foremost manufacturers 
are now using Onco Insole-ated exclusively in 
their shoes! 





THE Insoxe CONSUMERS KNOW! 














. 


Not only does Onco Insole-ated make 
shoes better! Already, hundreds of 
leading retailers have discovered that 


this insole helps sell shoes two important ways! 


First: Onco Insole-ated makes shoes wearable, com- 
fortable, thoroughly enjoyeble at the first try-on! This 
means easier, quicker selling for clerks at the fitting stool! 


SeconD: Onco is the insole name 
that is known to the consumer pub- 
lic! Through national consumer 
advertising and publicity 
Onco Insole-ated has become 

a nationally known feature in 
shoes. Its reputation adds a 

big selling “plus” to any line. 


' To capitalize on this promo- 
tional background, leading 
retailers are having their sock 
linings stamped with the identify - 
ing Onco Insole-ated trademark. 


Why not have Onco Insole-ated in 
your Fall shoes? Get the merchandis- 
ing “extras” of Onco Insole-ated with- 
out extra cost. No other insole offers so 
much! Specify on your shoe orders “Use 
Onco Insole-ated.” Brown Company, 
500 Fifth Avenue, New York, N. Y. 





WHITES AND MORE WHITES IS THE 
STORY IN THE SMART SHOE STORES 
AND DEPARTMENTS... COMBINATIONS OF 
WHITE WITH TAN AND BLUE IN STRONG DE- 
MAND ... HIGH COLORS SCORE AS PRO- 


MOTION ITEMS. 


by ANNE 


Waites ..- whites .. . and more whites. 


Spectators .. . and some dressier types. 
White with brown predominating . . 
white with blue . . . some white with 
black. That was the story we heard when 
we went a-hunting for what's selling in 
Fifth Avenue shoe stores and shoe de- 
partments. 

Most stores report the greater part of 
the demand for whites to be in spectator 


R. DAVID 


types, although some have experienced 
an early demand for less casual models. 
Hanan is selling an elasticized sling 
pump with a wide ball strap in colored 
alligator. This is particularly attractive 
with a strap of red or of blue. It has 
also sold in white with patent. 

Tan and white makes up the greater 
part of white sales, as is to be expected. 
But blue with white has been in demand 


in some stores. Slater’s estimates that 
out of every four pairs of trimmed whites 
they have sold, one pair has been in white 
with blue trim. 

The significant part of the white de- 
mand is this: whites started selling in 
April this year. And they’re selling now 
with increased impetus. Which means, 
what? That, as one buyer for a large 
Fifth Avenue shoe department put it, this 
will be a two-pair white season; custom- 
ers will buy their early whites—spec- 
tators and casuals—right now, and they’il 
be in the market for a second pair—soft- 
er, dressier types—in July or thereabouts. 
Which is not hard for any shoe man to 
listen to. 


THE reason for this long Spring selling 
season? “The weather, for one thing. 
And the defense program for another. 
More people have money to spend, and 
they’re spending it. 

For the rest of the picture, blues have 
led the sales in most stores. They have 
been good in all-over blue calf; some 
stores have had a heavy demand for 
blue gabardine—both all-over and gabar- 
dine trimmed with calf, kid or patent. 
DePinna has had a demand for blue 
alligator; Frank Brothers has sold a lot 
of blue, particularly in smooth leathers. 
Black has held it own, and the brown 
tan family is an important factor in the 
style picture. Dark brown has been mov- 
ing to some extent, but top honors go to 
the tans, especially antique tan which 
in smooth leather, has been extremely 
popular. 

The big novelty item this Spring, how- 
ever, has been the colored shoe. High 
colors, such as bright red and green, have 
been excellent as promotion items. Frank- 
lin Simon has experienced a demand’ for 
colors, particularly in reptiles. Frank 
Brothers has done an outstanding job 
on red shoes, selling them as early as 
February this year. Saks Fifth Avenue 
has sold reds, and has found customer 
acceptance fer red linen. 

Saddle shades have been good in prac- 
tically all stores. The demand here is 
for sport types, and these have sold both 
in antiqued tan and in the natural leath- 
er. Antiqued spectators are very good. 

Smooth leathers have been most im- 
portant, although Saks Fifth Avenue has 
been doing a job on Summer suedes in 
dark colors, perforated and studded with 
nailheads. This sto-e has also sold linens 
in wheat, blue, brown, black and red. 
And Hanan has found its best selling 

[TURN TO PAGE 77, PLEASE] 
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SHOE RETAILERS SAY- 


Now You Can Meet 


and Beat Competition It's a Life-Saver For Indepen- 


on Men's Shoes from dent Retailers. A swell feature 
$3 to $5. thoe at a really low price. 


This double-thick air-cell innersole 
is a great selling feature. Brings 
customers back for more, too. 


Here comes the Big Line with 88 features 
to play a profit symphony on your Cash 
Register this Fall. Air-O-Magic salesmen 
are hitting a fast pace in their territories 


now, and the good word is getting around 


that this line of pleasant surprises is out 


doing it again this Fall. 88 new and differ- 
ent features, but you must see Air-O- 
Magic to count them. In your store, or 
anywhere, Air-O-Magic and Cushion- 
Magic will stand at attention while you 
review them and see how they fit right into 
your Fall selling plan. Now, you can see at 
once the two great lines you can't afford 


to miss. 


THESE 88 AIR-O-MAGIC FEA- 
TURES RING YOUR CASH REGISTER. 
ASK THE AIR-O-MAGIC SALES- 
MAN. HE KNOWS. 





The (G/C Oval Shank, popular for use in Women’s Cement, 
McKay, Littleway and UCO Lockstitch shoes. 


1 « planning a bridge, in fitting a shank — 
engineering skill is essential. 


In the making of United Shanks, ‘Built to 
Specifications” means that each original 
shank fitting is made to the individual 
last of the shoe manufacturer. After these 
custom specifications are determined, 
shanks are cut and formed according to 
the original model and produced in quan- 
tity — accurate and uniform. 


These engineering abilities are determin- 
ing factors in producing United Shanks. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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“Darleen”—elasticized shoe cloths distributed by 


PALATINE CORP., 357 FOURTH AVE., NEW YORK 


May 24, 1941 





SHOE travelers and retailers from eleven states com- 
prising the Chicago area will join hands in a 
cooperative effort June 1, 2 and 3, when the Central 
States Shoe Fair will be held at the Hotel Morrison, 
Chicago. Here, for the first time in this part of the 
country, local shoe travelers’ and retailers’ associations 
are cooperating to present a major summer show for 
their mutual benefit. 

As pointed out by Roland Lips, convention chairman, 
these groups are helping to eliminate numerous small 
sectional shows and replacing them with a single larger 
and more convenient one in a central location. For 
that reason the show has adopted as its slogan “A 
show by the salesman for the retailer at a time when 
the retailer wants to buy.” The Central States Shoe 
Fair takes the place of summer shows formerly spon- 
sored by the Illinois Retailers’ and Travelers’ associa- 
tions, the Wisconsin Shoe Travelers’ and Retailers’ 
associations and the Michigan Shoe show formerly 
held at Grand Rapids. The show is combined with the 
regular monthly shoe show of the Chicago Shoe 
Travelers and the Northwest Shoe Travelers’ Associa- 
tion. Members from other nearby states are partici- 
pating. 


MR. LIPS reports that as a first venture, response 
from shoe firms has been excellent. St. Louis and Mil- 
waukee firms have responded nearly 100 per cent with 
excellent representation from all other parts of the 
country. Men’s, women’s and children’s lines in all 
price ranges will be shown and there will be a wide 
selection in women’s lines, ranging from the very high 
style types to the corrective and arch type shoes. There 
will also be a number of hosiery and handbag lines 
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ROLAND E. LIPS 


Chairman of the Executive Committee and Convention 
Manager of Central States Shoe Fair. 


Retailer 


AND 


Travelers 


shown, so that merchants can complete all of their fall 
buying requirements under one roof. Rooms have been 
assigned to the exhibitors from the lower through the 
ninth floors and a number of the larger parlors are 
being used by some of the high style houses. 

Executive committee members in addition to Mr. 
Lips, are George Slater, executive secretary and trea- 
surer; U. K. Allen and Curtis Johns, chairmen of 
publicity and entertainment; E. H. Dickinson, program 
chairman; Carl Ortlund, reception chairman; Otto ‘H. 
Dumke and William L. Drummond, in charge of regis- 
tration, and the following vice-chairmen, W. J. Craw- 


PROGRAM 
SUNDAY, JUNE 1 
10:00 A.M.—Registration 
Sample rooms open for buying all day 


MONDAY, JUNE 2 


12:30 P.M.—Retailers' Luncheon in Mural Room 


6:30 P.M.—Banquet and Floor Show in Mural 
Room 


9:00 P.M.—Dance in Mural Room 


TUESDAY, JUNE 3 
Sample rooms open for buying all day 
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BERNICE STEVENS 


Chicago Fashion Writer Who Will be One of 
Speakers at — Luncheon, Monday Noon, 
une 2. 


JOANNE HUBBARD 


Singing Daughter of Shoe Traveler Billy Hub- 
bard, Star of Floor Show at Monday Evening 
Banquet. 


JOIN FORCES FOR 


Central States Shoe Fair 


CHICAGO SHOE MEN 
ING AREA SPONSOR 


AND THOSE OF SURROUND- 
JOINT SHOWING IN INITIAL 


EFFORT TO CONCENTRATE ON ONE MAJOR SHOW 


ford, Mr. Orlund, Carle E. Verburg, L. L. Imig and 
Sid Weber. 

Retailers from states and communities surrounding 
the Chicago area have pledged full support and co- 
operation to the Central States Shoe Fair. William J. 
Crawford, of Crawford Shoe Stores, Peoria, chair- 
man of the general retailers’ committee, will preside at 
the luncheon Monday, June 1. Serving with him is Sid 
Weber, of Weber’s Shoe Store, Janesville, Wis., who 
has pledged support of all Wisconsin merchants. He 
says: “Although formerly accustomed to attending our 
own Wisconsin summer show, we are now pleased to 
place our support with this unselfish move on the part 


Moy 24, 194! 


uf so many local associations to establish a major 
showing of Fall shoes at a time when we want to buy 
them, and in a central location. Also on the out-of- 
town retailers’ committee are Oscar Thureen, president 
of the Wisconsin Retailers’ association, who has a 
store at Viroqua, Wis., E. H. Dickinson, of Grand 
Rapids, Mich., and Algot Bowman, of Bowman Bros. 
Shoe Stores, located throughout Illinois. 

Although buying of Fall shoes will be of major im- 
portance at the Central States Shoe Fair, the executive 
committee has not over-looked the fact that shoe men 
like a little fun along with their business. Therefore, a 
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List OF Exhibitors 


AT THE CENTRAL STATES SHOE FAIR 
Hotel Morrison, Chicago, June 1, 2 and 3 
Listed up to and including May 15 


A 


Acme Shoe Co., Cleveland, Ohio 

Air Step Shoes Div. Brown Shoe Co., St. 
Rewlt:. Mite: oc ASG oe 2 

Athletic Shoe Co., Chicago, Ill. ........ 


B. & W. Footweer Co., Inc., Webster, 
Mass. 
Barrett Shoe Co. Div. of General Shoe 
Corp., Frankfort, Ky. ....:.......... 710 
Bloom Bros., Minneapolis, Minn. ........ 733 
Blum Shoe Mfg. Co., Danville, N. Y...... 727 
Bourbeuse Shoe Co., Union, Mo. ....... 333 
Boyd Welsh, Inc., St. Louis, Mo. ..... 539-540 
Brauer Bros. Shoe Co., St. Louis, Mo.. . 766-768 
Brooks William Shoe Co., Nelsonville, 
Ohio ...... 649 
Brown David Shoe Co., $ Baltimore, Md. 46 


c 
Carmo Shoes, Union, Mo. .......... .827-828 
Charisan Footwear Co., Brooklyn, N. Y... 735 
Conformal Shoe Co., St. Louis, Mo... 822-823 
Cosmos Footwear Co., Brooklyn, N. Y.... 735 


Craddock Terry, Lynchburg, Va.... .. 741-743 


Crosby Square, The House of, Milwaukee, 
Curtis, Stephens & Embry Co., Inc., Read- 
WM Rs ase is slags on sv 50-0 eee’ 341 


Dalsan, inc., Dolgeville, N. Y. .......... 735 
Daniel Green Co., Dolgeville, N. Y...... 701 
Dodson Fisher Shoe Co., Minneapolis, 
ES pe EE Tat oe BEE PL Lae 643 
Doerman Shoe Mfg, Co., South Milwau- 
SG, RRR Seer iy PE > Ba 825 
Douglas Shoe Co., Brockton, Mass... .820-821 
Dunn & McCarthy, Inc., Auburn, N. Y..536-538 


E 
Evans, L. B., Sons Co., Wakefield, Mass,.. 833 
F 


Fashion Bilt Shoe Co., Pontiac, lil. ...... 734 
Forest Park Shoe Co.. St. Louis, Mo...... 747 
Freedman, A., & Sons, Inc., New Bedford, 
WES es OSCAR each 524 
Freeman Shoe Co., Milwaukee, Wis... 736-749 


G 
Gale Shoe Mfg. Co., North Adams, Mass. 65! 
Gerberich, Payne Shoe Co., Chicago, Ill.. 645 
Godman Co., H. C., Columbus, Ohio.... 636 
Grinne!l Shoe Co., Grinnell, lowa ...... 637 
Grossman Shoe Co., Parkersburg, W. Va. 706 
Grover, J. J., Shoes, Lynn, Mass. ....... 738 
Groves Shoe Co., Chicago, Ill. ......... 626 

H 


Hannahsons Shoe Co., Haverhill, Mass... 729 


56 


Harper, Kirschsen Shoe Co., Chicago, 

RS Sa ae aoa. * 801-802 
Herbst Shoe Mfg. Co., Milwaukee, — . 610 
Huth-James Shoe Co., Milwaukee, Wis... 614 


Ideal Shoe Mfg. Co., Milwaukee, Wis.... 645 
Irving Drew Corp., Lancaster, Ohio ... .. 


J 


James, The, Shoe Mfg. Co., Milwaukee, 
Wis. .... 

Jarman Shee Co., Nashville, Tenn. ...... 

Jefferson Shoe Co., St. Louis, Mo. ...... 329 

Johnson, Stephen & Shinkle Shoe Co., St. 


Kane, Dunham & Krause, St. Louis, Mo... 335 
Krippendorf-Dittmann Co., Cincinnati, 


Laird Schober & Co., Inc., Haverhill, 

Mass. .... Pee ga Tk 4 ang 
LeMarquise Slipper Co., Sea. New York, 

i SRR See Te oe ee Sere 712 
Lenox Shoe Co., Freeport, Me...... .F. Parlor 
Leverenz Shoe Co., Sheboygan, Wis. .., 834 
Life-Stride-Milius Shoe Co., St. Louis, 

Mo. 

Lion Shoe Co., Inc., New York. N. Y..... 
Little Welt Shoe Co. .................. 


Manning, Gibbs Shoe Co., Worcester, 
PIs india cs Reads Paes be Peo ees 624 
Manning, J. P., & Co., Marlboro, Mass... 624 
Marks, C. W., Shoe Co., Chicago, Ill.... 60 
Mayer, Fred A., Shoe Co., Milwaukee, 


Meis, Chas., Shoe Co., St. Louis, Mo..... 75! 
Minor, P. W., & Son, Inc., Batavia, N. Y.. 505 
Mitchell, Eitman, New York, N. Y. ...... 728 
Moulton, Bartley, Inc., St. Louis, Mo..... 543 


Natural Bridge Shoemakers Div. of Crad- 
dock Terry Corp., Lynchburg, Ya 
Nunn-Bush & Edgerton Shoes, Milwaukee, 


Paramount Shoe Co., St. Louis, Mo 
Pennant Shoe Co., St. Louis, Mo........ 
Pied Piper Shoe Co., Wausau, Wis. 
Pincus, Lester, Shoe Corp., New York, 

tp SS nA oe. bere enc a 724 
Pli-Mode Shoe Co., Everett, Mass 
Portage Shoe Mfg. Co., Milwaukee, Wis.. 528 


9 
Queen Quality Shoe Co., St. Louis, Mo... 726 


Reed, E. P., & Co., Rochester, N. Y 

Rice, O'Neill Shoe Co., St. Louis, Mo... . . 

Richland-Davidson Shoe Companies, Nash- 
A, FOU Sons cc a ce 608 

Rogers Bros. Shoes, Inc., Boston, Mass... 


Saks, M. J., Corp., New York, N. Y...... 672 
Samuels Shoe Co., St. Louis, Mo. 
Walnut Room 

Sandler, A., & Co., Boston, Mass......... 620 
Simplex Shoe Mfg. Co., Milwaukee, Wis. 532 
Slater Co., C. B., South Braintree, Mass... 738 
Smartstyl Shoe Co., Milwaukee, Wis. 
Spalsbury-Steis Deevers Shoe Co., St. 

Lat. TOR: 3... Scape oe 714 
Sun Shoe Mfg. Co., Chicago, Ill. ....... 729 
Superior Shoe Co., Inc., Chicago, Ill..... 824 
Superior Shoe Co., Boston Mass. 


T 


Tober-Saifer Shoe Co., St. Louis, Mo.... 655 
Tupper, Inc., Hoboken, N. J. .. 720 
Tweedie Footwear Corp., Selene City, 


United States Shoe Corp., The, Cincin- 


Virginia Shoe Co., Fredericksburg, Va.... 641 
Vitality Shoe Co., St. Louis, Mo.... . 870-87! 


Weinbrenner Co., A. H., Milwaukee, 
Wis. 

Weyenburg Shoe Nite Co., Milwaukee, 
Wis. 

Williams Mfg. Co., Portsmouth, Ohio.... 606 

Winthrop Shoe Co., St. Louis, Mo...G Parlor 

Wohl Shoe Co., St. Louis, Mo... . .630-632-634 

Wolff-Tober Shoe Mfg. Co., St. Louis, Mo. 426 


Chicago Retailers 
To Welcome Shoe Men . 


Cuicaco — Out-of-town retailers at- 
tending the Central States Shoe Fair 
to be held in Chicago, June 1, 2, and 3, 
have been assured of a welcome. This 
welcome will be extended by Chicago 
retailers who have formed a Chicago 
Retailer’s Reception Committee headed 
by Rube Metz, of Metz Shoes, as chair- 
man. Serving with him are A. F. 
Martin of Martin and Martin, Frank 
Cox of Stetson Shoe Shop, F. Arthur 
Clarke, of Chas. A. Stevens & Son, 
Frank Popper, of Mandel Bros., W. C. 
Young, of Nunn-Bush, Charles Lan- 
chanton of Hannan & Son, and Roland 
Feltman of Feltman & Curme, all rep- 
resenting downtown stores. Neighbor- 
hood retailers serving with them are 
A. Borman of Borman’s Shoes, Sam 
Nierman of Nierman Booterie, Irving 
Joseph of Joseph’s Shoes, Charles 
Krametbauer of Krametbauer & Son, 
and Bill Phillips of Phillips Bros. 
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To secure the full effect of the martial-tailored trend, stylists 
say — “Use leathers that will shine.” Rosebay Willow Calf 
is such a leather. Its natural lustre can be raised to a gleam- 
ing polish like that of the full-dress boots of a Command- 
ing Officer. 

Leathers that will “shine” (in more ways than one) are 
available for your Autumn shoe requirements in Rosebay 
Willow Calf, in colors and tones that match and comple- 
ment the apparel color selections for Fall. 
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HERBERT J. RICH, JR. 





HERBERT J. RICH 


FIRM OF B. RICH'S SONS, FOUNDED IN 1869 IN WASHING- 
TON, D. C., OUTSTANDING EXAMPLE OF FAMILY BUSINESS 


SEVENTY-TWO years ago the firm of B. Rich’s Sons 
was established in Washington, D. C. Since that time, 
four generations of the family have been associated with 
the firm in a successful father and son enterprise. 

The store was founded by the father and grandfather 
of the present owner, Herbert J. Rich, in 1869. It was 
moved three different times subsequently to its present 
location, F Street at Tenth, around the turn of the cen- 
tury. In March, 1939, the store was completely remod- 
eled and modernized, incorporating in its new setup all 
the most up-to-date features to be found in modern retail 
establishments. 

Herbert J. Rich, the present owner, joined the organi- 
zation in August, 1904. He has always taken an active 
part in the work of the National Shoe Retailers Associa- 


tion, being well known throughout the country, and at 
present is one of the four vice-presidents of that or- 
ganization. 

His son, Herb., Jr., joined the business in September, 
1936, and is now in charge of the men’s shoe depart- 
ment. He has taken a keen interest in men’s shoes 
and has been responsible for the introduction of several 
new ideas in styling that he has successfully put over. 
Herb., Jr., is also well known for his work as assistant 
chairman of the Men’s Style Committee of the National 
Shoe Retailers Association. 

Of the Recorper, Mr. Rich says: “We have been con- 
stant readers of the Boot anp SHoe ReEcorpeR for a 
long time and rely upon it for our best information of 
the trade.” 
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Shoe Store’s Face is its Fortune... 
that’s why you need a Pittco Front! 








ODERN and colorful, a Pittco 

Front starts selling for your 
shoe store the minute passers-by see 
it. The trim, smart appearance of 
a Pittco Front conveys the idea of 
quality merchandise and fair deal- 
ing by your management. Its surfaces 
of gleaming glass ee a pleas- 
ant interior and helpful salespeople. 
Careful shoppers — those who want 
their money's worth—choose the shoe 
store with a Pittco Front. 

Proof of this is provided by owners 
of shoe stores, and merchants of all 
kinds, who have written us, giving 
impressive figures of business in- 
creases resulting from Pittco remod- 
clings. They tell us of greater volume, 
wider trading areas and a higher 
standing in their community because 
of local pride in the improved ap- 
pearance of their store. Do you want 
to see what they say—what their ex- 
periences were? Write for our new 
Store Front Book in which photo- 
graphs of recent Pittco instaltaatan 
are reproduced together with reports 
of actual sales gains. 

When you build, we recommend 
that you consult an architect to make 
sure of an economical, well-planned 
job. Our experts will cooperate with 
him gladly in planning a Pittco Front 
to suit your needs. You can pay for 
your Pittco Front with the Pittsburgh 
Time Payment Plan if you wish — 
just 20% down and the balance in 
monthly payments. 


® SALES -APPEAL GOES INTO HIGH when you 
modernize your shoe store with a handsome 
new Pittco Front like this one in Reading, 
Pa. “This new front .. . has attracted addi- 
tional new clientele,” reports Olen W. Metz- 
ger, proprietor. The unusual design above 
the entrance was produced by the Pittsburgh 
Sandaire process which makes possible a 
wide variety of decorative glass treatments 
to suit the individual store front. Architect: 
Solomon Kaplan, Philadelphia. 















ITTCO STORE FRONTS 


PITTSBURGH PLATE GLASS COMPANY 


‘PITTSBURGH stonds fot Quality Glass and aint 












Pittsburgh Plate Glass Company 
2282-1 Grant Bidg., Pittsburgh, Pa. 


Please send me, without obligation, your new, 
illustrated booklet, “Pittco Store Fronts —and their 
influence on retail sales.” 


Name tadbndardvbddstidnitinbtddde ehkttlimemsneee 
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FATHER 


Should Get a Break. Too 


Official Poster available 

through the National Coun- 

cil for the Promotion of 
Father’s Day. 


F 


Father's Day, June 15, a Once-a-Year Promotion But an 
Opportunity for Retailers to Account for Some “Extra” 
Business on Shoes, Slippers, Hosiery and Accessories 


FATHER’S DAY, 1941, is being given country-wide 
attention on a more extensive scale than even that of 
last year’s successful effort which resulted in an increase 
in business of 29 per cent over 1939; and 1939 showed 
an increase over 1938 of 25 per cent. There should be 
extra business for the shoe stores that give the event 
good promotional attention, with a bit of special accent 
on sport shoes—active and spectator—featuring them 
as inexpensive “treats” or a gift many Dads would like 
to have but do not buy for themselves. Your strongest 
competition will be furnishings (the things everyone 
always wishes on Dad) so there’s the “let’s get away 


from the same old always-given gifts, and pleasantly 
surprise Dad with something different this year” angle 
to play up. 

Special displays in the windows and in the store are 
particularly important. Blue and white are the logical * 
decorative colors. They appear in the badges for sales- 
people, and dominate in the posters that are available 
through the National Council for the Promotion of 
Father’s Day, 9 East 41st Street, New York. 

One interesting angle revealed in department store 
reports is that “bargain atmosphere” was not successful 

[TURN TO PAGE 84, PLEASE] 
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LL BUY DURING 


'S BIGGEST ANNUAL 
AEE NANDISING EVENT IN FOOT REMEDIES 


PROFIT 


From Our Big Advertising Campaign On This Dynamic 
Foot Relief Drive. Tie Up To it. Prepare For It NOW! 
DR. SCHOLL’S FOOT COMFORT WEEK—June 7 to 14—will see 
over 100,000 stores participating in window and counter displays 
on Dr. Scholl’s Foot Comfort Remedies and Appliances—probably 
the greatest number of merchants ever to get behind a national 
merchandising event! 


Supported By Over 100,000,000 Advertisements 


In THE SATURDAY EVENING POST . .. MODERN ROMANCES... 


Wm. M. SCHOLL, M. D. MODERN SCREEN . . . SCREEN ROMANCES... LIFE . . . AMERICAN 
WEEKLY ... THIS WEEK .. . 450 DAILY and SUNDAY NEWSPAPERS. 


This Powerful Window Trim Is A Direct 
Tie-Up To Our National Advertising! 


Reproduction of full page ad appearing in THE SATURDAY EVENING POST 





Cash in on DR. SCHOLL’S FOOT COMFORT WEEK in a 
big way with this strong window display and a display of Dr. 
Scholl’s Remedies on your counter. If you have not already 
ordered this window trim material, write today direct to . 


THE SCHOLL MFG. Co., Inc. 


213 W. Schiller St., Chicago 62 W. 14th St., New York 


May 24, 1941 





Size Record Simplifies Selling 


Pitman Shoes, Fort Madison, lowa, Has Found that an Accu- 

rate Record of Shoes Sold Helps in Building Repeat Business 

When Customers Come in and Ask for Shoes “Just Like My 
Last Ones". 


Constructed completely of glass except for trim and 
frames, the front of the Eitman store is an outstanding 


Q@NE of the most attractive and interesting shoe stores 
of its type in the state of Iowa is that of Eitman Shoes, 
Fort Madison, a business that is 79 years old and which 
is now owned and managed by Clifton D. Green. The 
store was modernized in March, 1939, when several na- 
tionally advertised lines were added. Under Mr. Green’s 
management and subsequent ownership, the business 
has shown a steady increase, both in volume and profits, 
with 1941 promising to become a banner year. 

The Eitman store has a stream-lined structural glass 
front in beige with Burgundy trim, which has occasion- 
ed wide and favorable comment as a new and striking 
color combination particularly effective for shoes. A 
neon sign, with “EITTMAN” in green, and “SHOES” in 
gold, was also installed. 

Graceful display windows, with recessed lighting fix- 
tures, made possible better, more dramatic displays. 

Mr. Green operates under the Brownbilt plan, a fa- 
mily type store which features women’s shoes, $4.00 to 
$7.95; men’s, $4.00 to $8.50; and children’s, $2.00 to 
$4.00. 


example of modern store exteriors. 


“We keep our stock well in hand through the Brown- 
bilt stock-control system and perpetual inventory — 
which I find most beneficial. A monthly summary of 
sales is invaluable in determining what stock, if any, is 
not showing proper turnover,” explained Mr. Green. 

“We keep an exact customer and style size-record on 
men’s and women’s shoes. Although we ordinarily re- 
check sizes (always children’s) our ability to refer back 
to size, type of heel, and style means material repeat 
business. Often men come in and ask for another pair 
“exactly like my last ones,” and take them out without 
fitting. 

“We have approximately 4000 of these cards. Once 
each year we have these checked at the credit bureau for 
changed addresses, removals, marriages, or deaths. The 
list is used in direct mail advertising, usually seasonal, 
as now, leading up to Easter. Just now, we have been 
mailing direct, Air Step cards to the ladies, Roblee, to 
men. All our advertising is direct, or newspaper. 

“Selling good shoes brings us great personal satisfac- 

[TURN TO PAGE 82, PLEASE] 
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In unlined casual footwear, practical shoe- 
makers find Celastic easily adapted and a 
thoroughly efficient box toe. The shape of 
the moccasin type toe is maintained—an 
important feature in shoes that are to re- 
tain their sporty appearance. 


HOW CELASTIC IS USED IN UNLINED CASUAL SHOES 


Celastic is proving successful in casual, play and loafer types. In factory 
production, the dry Celastic box is cemented along the skived tip line 
edge and positioned on the inside of the vamp. Stitching in the plug 
permanently fastens the box. At the pulling over operation the upper is 
turned back and the surface of the Celastic next to the vamp is brush- 
coated with Celastic Softener. The surface of the box toe fuses with the 
leather, making a tight toe unit. 

This Celastic adaptation provides a firm, durable box toe — the character 
of the shoe is preserved and the toe area remains clean and comfortable 
on the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 
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$5.00 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESMEN 


Mr. William D. Netties, Beeland’s Shoe Dept. 


I. “The customer with murder in her eyes who demands that I 
refund her the difference between the price she paid for her shoes 


a week ago and the price at which we now have them on sale. 


2.“The high pressure manufacturer’s salesman who insists that 1 
must buy his shoes with ordinary heels—when, for the same price, 


I can get Scuffless ‘Pyraheels’.” 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel”’ plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your neat order. 








HOW TO WIN $5.00 











1942 Middle Atlantic 
Convention in Philadelphia 


PHILADELPHIA—The first joint meet- 
ing of the Board of Directors of the 
Middle States Shoe Retailers Associa- 
tion and the Convention Management 
Committee composed of manufacturers, 
wholesalers, and delegates from the 
Philadelphia Shoe Travelers Associa- 
tion and the Shoe Club of Philadelphia, 
was held at the Hotel Benjamin Frank- 
lin in this city May 18. 

The meeting was opened by, Harvey 
Farr, retiring president of the 
M.A.S.R.A., who in turning his office 
over to Robert Hemhauser, of Irving- 
ton, N. J., the new president, expressed 
his gratification at the loyal support of 
his administration and bespoke its con- 
tinuance for his successor. President 
Hemhauser spoke briefly and then took 
up the routine of the meeting. Business 
reports showed very good progress for 
the past-.year and that favorably in 
turn in a comparative statement cover- 
ing the past five years. 

Dates selected for the coming show 
were Jan. 18-19-20, 1942. The place 
will be the Hotel Benjamin Franklin 
in Philadelphia. The nominal scale of 
cooperation fees will be continued the 
same as last year. 

In reviewing the convention and show 
of January last, it was noted that there 
was much favorable comment on the 
Forum conducted by the Wharton 
School of the University of Pennsyl- 
vania, and the suggestion made that 
the Clinics for the next convention be 
devoted to selected specific subjects dur- 
ing Monday and Tuesday. The annual 
luncheon will be held as usual on Mon- 
day. So great was the success of the 
method of securing attendance by the 
use of regional squads under com- 
mand of captains, that this policy will 
be continued and over two hundred 
squad captains will be appointed to call 
upon retailers and members in their 
respective territories to secure informa- 
tion as to their intention to attend. 

A resolution was adopted inviting 
the New York Shoe Retailers Associa- 
tion to a closer, cooperation in matters 
relating to retail policies under the 
Good Neighbor policy and to consider 
plans along these lines at their annual 
meeting in Syracuse next month. The 
resolution wished them a most success- 
ful show and extended an invitation to 
attend the January convention in Phil- 
adelphia. The next meeting of the 
joint board will be held Sept. 21 at the 
Benjamin Franklin. 


Correction 


Due to a typographical error, a line 
preceding the signature of Kotz Shoe 
Store, in the advertisement of Herbst 
Shoe Mfg. Co., in Boor AND SHOE 
RECORDER of May 10, erroneously read 
“Your very truly.” The line should have 
read “Yours very truly.” Boor aNnp 
SHOE RECORDER regrets that this error 
occurred. 
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a. Clb Sloe Feahhcovee 


B ALI, KASHMIR, CORDIGAN KID is antiqued for campus, 


country and town wear. 


DOESKIN, now traditionally promoted for early Fall, is 
refreshingly new in straps and high throats. 


GLAZED KID is polished or darkly stained for suit shoes, in 


natural beauty for town and dress. 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
May 24, 1941 





IS WORTH A THOUSAND WORDS 


It's not what we SAY about the new 
Mark Twains—it’s what you can SEE 
for yourself that’s convincing. A 
smarter, wider range of styles. Finer 
leathers, outstanding quality. You 
owe it to yourself to SEE this line. It’s 
designed to get you a bigger, more 
profitable share of the men’s shoe 


business this fall and winter 


Our salesmen are 
showing them now. 
A postcard will 
bring our repre- 


sentative fo you. 


Ve 


C f / 2) 
Diuision Juternational Shoe Ca. 


21 HUDSON ST., NEW YORK CITY 











Chart Record Proves Spur to 
Sales Effort 


O. A. Kohl, shoe buyer of the B. R. Baker Company, 
1001 Euclid Ave., Cleveland, Ohio, has worked out a 
new idea in sales charts which has paid real dividends. 
This chart records not the general sales but the “extras” 
—the things that ordinarily are overlooked or not pushed 
as they should be. These are the things that often give 
a department a nice increase in total volume. 

The new chart is made up in broad vertical columns, 
one for each of the four salesmen in the men’s shoe 
department. Broad horizontal sections mark weekly 
periods and narrow vertical columns within each sales- 
man’s bracket designate the days of the week. Hori- 
zontal lines within each weekly section list the “extras” 
or things upon which stimulation is needed. 

First there is the “extra pair sales” which covers all 
shoes and is self-explanatory—the desirability of selling 
a second pair to a customer. Second, there is a line 
marked “push shoes” and this covers all shoes which 
the store is anxious to move, such as slow items, odds 
and ends, etc. Third, there is the “shoe trees” line 
which salesmen so often overlook. Baker’s have shoe 
trees at $1 and $1.75. Fourth, there are “slippers” and 
these range in price from $1.95 to $3.95. During off 
seasons most salesmen are timid about suggesting slip- 
pers, but this does not now hold true at Baker’s. Fifth, 
we have “shoe bags” selling at $1—another item fre- 
quently overlooked. Sixth, and finally, there is a line 
marked “promotion shoes.” This refers to a particular 
type of footwear upon which concentration is desired 
during a certain period. For instance, the store may 
seek to push sparkling burgundy for one week, Arch 
Preserver type shoes another week, or hand-made shoes 
another week. It is merely a special weekly effort con- 
centrated on one certain thing which is also plugged 
through newspaper advertising and window displays. 

Every salesman in the B. R. Baker Company men’s 
shoe department keeps his own sales score. The figures 
are posted by him each morning covering the previous 
day’s record. Mr. Kohl himself checks them for accuracy 
and at the end of the week he writes out each man’s 
totals at the side of the column in green ink. 

The chart is located on the wall of Mr. Kohl’s office 
where the salesmen leave their hats and coats each morn- 
ing and where it cannot be overlooked. With each man 
keeping tabs on himself and, with the comparative fig- 
ures of others close by, there is a natural friendly com- 
petition between members of the staff. Thus the game 
becomes both interesting and profitable and each one 
knows exactly how he stands. Just as the bad day is 
perfectly evident, so, too, the salesmen get full credit 
for the good ones and they cannot feel that their efforts 
are being overlooked. Mr. Kohl is proud to call in the 
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Career Man in Shoe Retailing 


[CONTINUED FROM PAGE 31] 


“We don’t know anything about 
shoes,” Mr. Graham wound up, “but 
we're going to think about Hughson.” 
They shook hands and left, as more cus- 
tomers came in. 

Ed had a wonderful first day and 
was a very tired young man when he 
finally found his way four blocks down 
the street to Mrs. Green’s. Tom’s wife 
had consented to board him for a few 
weeks. He was almost too tired to eat. 

“Hear you did a fine business, Ed,” 
Mrs, Green said briskly. “The town 
seems to like you pretty well, too. 
That’s a feather in your cap. But don’t 
expand until you see how business is a 
month from now. They may all go back 
to Hughson if you don’t set right.” 

She told Ed nearly everyone who had 
been in, what they had bought and how 
they liked their purchases. “They’ll all 
have their new shoes on at church Sun- 
day. So you’d better be Johnny-on-the- 
spot for early Sunday School and stay 
through service if you’re going to get 
on in Mytown,” Mrs. Green was almost 
grim in her warning. “I'll take you 
with me to the Community Church. We 
have a fine man, too good for us, really. 
The town is petty sometimes and Dr. 
Breen has to work hard to save us. 
Hughson’s a member there and it 
wouldn’t do for you to go to the United. 
It’d look like you were running away.” 

“I was a member of the Community 
Church in Columbus, Mrs. Green,” Ed 
put in cautiously. 

“You were? That’s rare luck. It 
won’t seem forced then,” she said con- 
tentedly as she cleared the table. 

Ed wished some other problems 
could be as easily solved. But he was 
so tired that it was morning before he 
knew it. On the way to the store he saw 
Hughson had price slashes all over his 
window on prominently-displayed cards. 
The fight was on. 

Mid-morning there was a little lull 
between customers. And Ed’s two 
neighbors took advantage of it and 
came in. 

“We've been thinking,” Mr. Graham 
began, “that we’d like to have you in 
the Round-Table Club. Only one man 
in a town in each profession may be a 
member. Hughson’s always wanted in 
but the other men don’t like him. That’s 
just between ourselves.” 

Ed gulped. He knew what the Round- 
Table Club meant in a small community 
—or in a large one for that matter. 
“Gosh, I don’t know what to say,” he 
stammered. 

“That’s ail right, kid,” Mr. Tomp- 
kins patted his arm. “We feel respon- 
sible for you, kinda. You see, we both 
told those survey fellers that this town 
needed another shoe store and 4000 
people here had been let down by Hugh- 
son. We also told them that at least 
50,000 more people traded here off and 
on, this being the county seat. Backed 
up by other merchants, that $500 you 
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spent with the survey people was 
largely our opinion of Maytown. So 
we'd better see that you don’t fall too 
fla ” 

Introduction into the Round-Table 
Club was slow, of course. Meanwhile, 
the price war continued, with Hughson 
bringing in cheap shoes to sell cheaply 
and Ed standing firm on his good mer- 
chandise, priced as usual. Then came 
the day of his first Round-Table Club 
speech, for every new member has to 
outline his business theories. The head 
of the club was an ex-Governor of the 
state. He listened attentively as Ed 
told how he had selected his merchan- 
dise and why he approved of a good 
price-line: shoes wore better, felt more 
comfortable and the customer was 
proud to wear a good shoe that the 
manufacturer as well as the store could 
stand back of. After the speech the 
Governor, as they still called him, 
clapped Ed on the back. “Good boy. 
Good speech,” he said briefly. Ed was 
terribly excited, but his shy good man- 
ners carried him through. The men 
liked him. This was his town. 

Back at the store exhilaration left 
him. It wouldn’t be his town very long 
if he couldn’t stem the tide of price 
cutting. His trade was beginning to 
fall off. He wouldn’t cut prices or get 
in the junky lines Hughson was intro- 
ducing. He felt sure business of any 
permanent nature could only be built 
on shoes of good workmanship and ma- 
terial. During the afternoon only an 
occasional customer straggled in. By 
supper-time Ed was very low in spirits. 
The rest of his capital didn’t amount 
to anything if the price war was going 
to continue indefinitely. 

“Mr. Tompkins said he and Mr. 
Graham would be in after supper.” 
Mrs, Green peered over her glasses at 
Ed. “They’ve taken a liking to you.” 

Ed sighed. “They’ve been very good, 
Mrs. Green.” 

When the men came in they told him 
that they and a committee from the 
Round-Table Club had called on Alfred 
Hughson and stated plainly that price- 
cutting was bad for the town. The 
farmers would expect something for 
nothing everywhere. Once begun, price- 
cutting was like a disease. It spread 
hog-wild and there was no knowing 
where it would wind up except in bank- 
ruptcy for all the merchants. So, if 
Hughson had any civic pride at all, 
wouldn’t he stop right now? Ed was 
knocked off his feet by the simple di- 
rectness with which the club had ap- 
proached the problem. 

“Don’t thank us,” Mr. Graham dis- 
claimed, “It’s only good business. 
You’re bringing business to this town. 
You’ve started a building boom, too, 
although I don’t know as Tom Green 
here is giving you any credit.” 

Tom humped into his newspaper. 

[TURN TO PAGE 82, PLEASE] 














MR. JACK MARCELLE 
MANAGER 


HEALTH SPOT SHOE SHOP 
2009 PARK AVE. 
DETROIT, MICH. 


This operator averaged weekly 
earnings of $61.00 for the first 
thirteen weeks of 1941. 


Although this is normally re- 
ferred te as the dull season in 
retail shoe selling, Mr. Marcelle 
was successful in selling a nice 
volume of Health Spot Shoes 
and increasing his income. 


There are others like Mr. Mar- 
celle all over the United States 
who are operating Health Spot 
Shoe Shops successfully on the 
basis of a regular salary plus a 
liberal share of the profits. 


You do not have to make any 
investment to operate a Health 
Spot Shoe Shop. 


This plan offers unlimited pos- 
sibilities for the man who is 
energetic and willing to work 
hard and knows how to get 
along with customers. 


Bookkeeping detail and monthly 
operating statements are fur- 
nished through a central office 
for a nominal charge. This al- 
lows full time for selling and 
making contacts in order to con- 
stantly increase the volume. 


Your ability to fit shoes prop- 
erly, combined with the satis- 
factory results that Health Spot 
Shoes give, will build you a fine 
following of satisfied customers. 
As the store’s volume increases, 
profits go up and so does your 
income. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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New York State Shoe Retailers Association Expects Large 
Attendance at Convention in Syracuse Next Month 


RocHESTER, N. Y.—Reservations and 
inquiries indicate that the annual con- 
vention of the New York State Shoe 
Retailers Association at the Onondaga 
Hotel, Syracuse, June 15, 16 and 17, 
will be one of the largest in its history. 

Ernest R. Park, of Syracuse, chair- 
man of the local committee, who was 
in Rochester recently to make some of 
the arrangements and to attend the 
opening of the shoe department which 
Park-Sons, Inc., has leased in Gravin’s 
new store, told of the preparations. He 
said: 

“Intelligent self interest—the neces- 
sity for each shoe retailer to make a 
profit in his business—urges every re- 
tailer in the state to attend this con- 
vention, and indications are that a very 
large number will be guided by it. 

“There will be more than 100 manu- 
facturers displaying new shoe styles 
and accessories when it is time to buy 
for Fall. Here is the opportunity to 
make judicious selections—io learn the 
trends in styles and see what others 
are buying. 

“These are critical times of rising 
prices and many uncertainties when 
the ablest and wisest counsel will be 
needed, and those who attend may be 
certain that it will be given them: 

“The large number who have already 
indicated they will attend denotes some- 
thing akin to the spirit that used to be 
shown when a hundred or more retail- 
ers used to assemble at local meetings 
in their respective cities if, for instance, 
some legislation which might be hazard- 
ous to the shoe business was proposed. 

“John Slater will preside at the meet- 
ing of directors to be held on Sunday 
night, when important matters of poli- 
cy will be considered. 


May 24, 194! 


“Great questions press for solution 
which may be answered at the forum 
on Monday at which Arthur D. Ander- 
son, editor of Boot AND SHOE RECORDER, 
will preside. 

“Shoe prices are going up. What 
is the retailer to do to meet this situa- 
tion and other changing conditions? 

“What are the newest methods of 
merchandising? What new legislation 
is needed to protect the interests of 
shoe retailers? What new taxes are 
proposed and how are their burdens to 
be met? How can profits—the profits 
necessary if business is to survive—be 
made? 

“These and many other questions 
present themselves. We know that the 
most successful retailers will be at the 
convention to hear the answers. We 
want the small retailers in villages and 
cities—the ones who need the informa- 
tion most of all—to be there and take 
advantage of all that is to be offered.” 

Space reservations are being made 
rapidly by manufacturers, but the 
committee states that exhibit space is 
still available, and at regular prices. 





Named Associate Shoe Buyer 


BINGHAMTON, N. Y.—Joseph Roxe, 
who has been associated with the Endi- 
cott-Johnson Corporation for 20 years, 
has been named associate footwear 
buyer for the W. T. Grant chain stores, 
with headquarters in Boston. He has 
been buyer of shoes for misses, growing 
girls and children in the Retail Store 
Department of Endicott-Johnson. 

Mr. Roxe was- guest of honor at a 
farewell dinner arranged by associates, 
who made a presentation to him. 
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E. W. “Pepp” Howard Joins 
United Last Sales Force 


Boston, Mass.—E. W. “Pepp” How- 
ard, for many years buyer of men’s 
shoes for Jordan Marsh Company, here, 
and more recently sales representative 





E. W. HOWARD 


in the New England States for Jarman 
Shoe Company, has resigned the latter 
position to become associated with the 
United Last Company. 


Mr. Howard has had a broad experi- 
ence in the shoe industry, and enjoys 
an unusually wide acquaintance among 
both manufacturers and retailers. 

In his new position, he becomes iden- 
tified with the Brockton Branch of the 
United Last Company in a sales ca- 
pacity on men’s lasts. 














JUNE 1, 


MORRISON HOTEL 
CHICAGO 


@ Mr. Retailer, here’s a show you can’t 
afford to miss. This is your Mid-Year 
buying opportunity from America’s out- 


standing shoe lines. 


@ There's a complete program awaiting 
moment you arrive, in- 
cluding a luncheon and banquet, with 
complete all-star floor show. 


® Chicago, centrally located, offers you 


you from 


2,3 


2 big league baseball teams, golf and 
America’s most outstanding shows, parks 
and beaches. Advance reservations in- 


dicate the tremendous interest in this & 


show. Address all communications to 


Morrison Hotel, Parlor 8. 














Mort Seaman Representing 
New Simplex Line 


New YorK— Mort Seaman, well- 
known shoe man in this territory, has 
recently joined the sales staff of the 
Simplex Shoe Company, of Milwaukee, 
Wis., and is representing that firm’s 
new make-up line of children’s and 
growing girl’s shoes to department and 
exclusive retail stores in New England, 
New York and Philadelphia. When 
in New York, he will make his head- 
quarters at the Hotel McAlpin. 

Mort was a former president of the 
Boot and Shoe Travelers’ Association 
of New York and a director of that 
group for two years. 


Apparel Store to Modernize 


SEATTLE, WasH.— Best’s Apparel, 
Inc., will shortly complete a $100,000 
modernization program that will em- 
phasize the importance of the feminine 
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footwear section. Expanded lines of 
footwear will be carried and given mod- 
ern display and sales treatment in this 
store, facing on Westlake Avenue, Fifth 
Avenue and Pine Street. 


Cambridge Rubber Co. 
Opens New Coast Offices 


New York—The Cambridge Rubber 
Company has recently opened a new 
sales office and showrooms at 542 South 
Broadway, Los Angeles, Calif. R. E. 
MacDonald, Jr., coast representative of 
the firm, will be in charge. 

The Cambridge Rubber Company is 
now installed in their new sales 
at 830 and 843 Marbridge Building, 
New York, where they moved from 
their former location at 200 Church 
Street, where they had been for sev- 
eral years. 

J. S. Protzel, New York branch man- 
ager of the firm, is in charge of the 
new offices. 


Bourbeuse Starts Operations 


In New Factory 


Sr. Louis, Mo.—Last week the young 
and progressive Bourbeuse Shoe Com- 
pany, of Union, Mo., started cutting 
operations in its new factory. Some 
eight weeks ago, the old Bourbeuse fac- 
tory was destroyed by fire. Even before 
the embers had cooled, work was under 
way on a new and larger building, one 
with a capacity of 2000 pairs daily. 
While the new building was going up, 
a temporary cutting and fitting room 
was set up in the basement of one of 
the company employees. The new Fall 
samples thus were cut and fitted, then 
lasted and bottomed in the factories of 
Milius Shoe Co., Samuels Shoe Co., 
Rice-O’Neill Shoe Co., Brauer Broth- 
ers Shoe Co., Carmo Shoe Mfg. Co., and 
Kane-Dunham & Kraus, Inc. Practi- 
cally every manufacturer in this dis- 
trict offered his facilities in helping 
Bourbeuse get out its new Fall sample 
line. 

Andrew Browne, of Bourbeuse Shoe 
Company, says it is nothing short of 
amazing the way the people of Union, 
the members of the supply trades, the 
Bourbeuse customers and the shoe man- 
ufacturers all cooperated. 

In referring to the speed with which 
the new factory has gone up, Mr. 
Browne states: “The progress of re- 
building the factory to more than twice 
that of the former structure has sur- 
prised all observers, even those who 
predicted a new building in record time. 
Key to this rapid progress is the genial 
treasurer and superintendent of Bour- 
beuse Shoe Co., C. J. Jannings. Those 
close to him know that his methods of 
‘getting things done’ would follow 
through in building a factory, just as 
they always have in getting shoes 
made.” 

The Bourbeuse salesmen are now on 
their territories. Phil M. Cohen, vet- 
eran southern salesman, is covering the 
South and Southwest. Paul Smith, for- 
merly of the Block & Kuhl organiza- 
tion, Peoria, Ill., is covering the east- 
ern Mid-Central states. Sam M. Greene, 
formerly buyer for a group of southern 
stores, is covering the Southeast. Jack 
Elledge is covering the Middle West; 
Sam Anderson, the West Coast; and 
Barney Plotkin, the youngest man on 
the sales force, is covering the East. 


Curtis-Stephens-Embry 
Increase Wages 


READING, Pa.— Effective May 12, 
wages of all employees of the Reading 
and Richland factories of Curtis-Ste- 
phens-Embry Company were increased 
5 per cent. The increase is in line with 
the policy of the company to watch in- 
creased living costs and to make wage 
increases accordingly. The raise was 
given after a study of official govern- 
ment figures prepared by Leon Hender- 
son, administrator, showing that the 
cost of living has advanced about 2 
per cent over the past year. 
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Herbert Lape to Speak at 
Dayton Shoe Retailers Club 


Dayton, On10—Herbert Lape, Sr., 
president of Julian & Kokenge Co., 
Columbus, Ohio, and a member of the 
executive committee of the United 
States Chamber of Commerce, will be 
the principal speaker at a dinner meet- 
ing to be staged May 28 in the Hotel 
Miami by the Dayton Shoe Retailers’ 
Club. All executives, sales people and 
others engaged in the retail shoe busi- 
ness in Dayton and the Miami Valley 
are being urged to be present. 

Edward Blomquist, president of the 
Dayton Club, in announcing the com- 
ing of Mr. Lape, indicated that he is 
expecting shoe people from Spring- 
field, Piqua, Troy, Sidney, Miamisburg. 
Franklin, Middletown, Hamilton, as 
well as from Richmond, Ind. 

“This is going to be the most out- 
standing event the Dayton Shoe Club 
has sponsored in some time,” said Mr. 
Blomquist, “and we are looking for- 
ward to a real turnout of the shoe 
people in Dayton and the Miami Valley. 
Mr. Lape is a speaker of considerable 
note and he will have a vital and worth- 
while message for all of us. I feel cer- 
tain that when we hear him, we will 
have received much encouragement and 
inspiration from what he has to tell 
us.” 

President Blomquist urged that all 
persons in the Miami Valley planning 
to attend the banquet drop him a line 
immediately at the Rike-Kumler Com- 
pany giving the number of reserva- 
tions wanted. All traveling salesmen 
who are planning to be in the territory 
at the time are likewise invited to at- 
tend. Dinner will be served at $1.25 
per plate. 

The meeting is to be staged in the 
Miami Hotel Roof Garden and dinner 
will be served promptly at 6 P. M. 

The regular May meeting of the Day- 
ton Club has been deferred in favor 
of the May 28th event. 


Need an Executive? 


New YorkK—The tightening labor 
market resulting from the defense pro- 
gram has made the work of the Forty 
Plus Club of New York increasingly 
important. Already a shortage of some 
types of highly skilled workers has 
been felt; it is anticipated that there 
will be further shortages in may lines, 
including shortages of executives. 

The Forty Plus Club is typical of 
organizations functioning in nearly 
forty cities in the United States. These 
units are composed of American citi- 
zens over 40 years old, who have earned 
at least $4,000 a year in executive posi- 
tions. The work of the units is to find 
jobs for their members, although no 
fees are charged. The clubs are self- 
supporting; their purpose is to break 
down age limitations set by many busi- 
ness organizations. 

Over 300 members of the New York 
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Advertised in 


PROOF 
THAT CUSTOM 
CHARACTER 
NEED NOT 
BE EXPENSIVE 





organization have been placed back in 
active and responsible service to Amer- 
ican business and industry. It is sig- 
nificant that the State of New York has 
found the worker past 40 to be the 
most desirable type of employee. Men 
who are eligible are urged to communi- 
cate with the units nearest them. 


Weiner Appointed Shoe Buyer 


RIcHMOND, VA. — Effective May 12, 
Nate Weiner has been appointed buyer 
for the upstairs and basement shoe 
departments at the Kaufman Store, 
Richmond, Va. Mr. Weiner was for- 
merly assistant buyer under H. Dome- 
sek at Frank & Seder, Philadelphia. 


YOU'LL NEED PLENTY 


of whites and combinations 


this season ... and Taylor 


has them. Write for our 


latest in-stock catalog. 


E. E. TAYLOR CORP. 
275 Congress St., 
BOSTON 


Above 

O-SO-EZ-E No. 6533 
Genuine white buckskin. 
Antique finish. $4.15 


At Left 

O-SO-EZ-E No. 6568 
Genuine white buckskin 
Brown calf trim. $4.15 


Men’s Furnishers Plan Outing 


Boston, Mass.—Some 200 retailers 
and manufacturers in the men’s wear 
industry of New England will journey 
to Manchester, N. H., for the annual 
outing of the New England Clothiers’ 
and Furnishers’ Association, June 18. 
Orin F. Farrell and Larry Vachon, 
both Manchester retailers, are co-chair- 
men of the committee arranging details 
of the all-day event. A special award 
for the golfer who breaks the most 
clubs in making the 18-hole circuit of 
the Manchester Country Club, will be 
among the many prizes to be put up for 
competition in golf, tennis, horse-shoes 
and soft-ball. 





DIAMONDS SHOW 
THEIR VALUE WHEN 
STAGED 
TO SELL 
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VALUE WHEN STAGED ON 
MOHAWKS 


Quality shoes deserve Mohawks .. Price shoes need them! 
So, leading shoe dealers have found it’s good business to 
display style-merchandise on Mohawk’s crisp, fresh colors 
and rich patterns. Mohawks pay their way—all the way! 
Their soft, deep pile turns testing steps into selling steps. 
Yet, their woven-in strength takes traffic in its stride. Be- 
fore you recarpet it will pay you to write for Mohawk 
facts on textures, cclors, patterns and prices for your 


store. Mohawk Carpet Mills, Inc., Amsterdam, New York. 
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DESIGNED TO SELL SHOES 


INUES stow nem 





Chart Record Proves Spur to 
Sales Effort 


[CONTINUED FROM PAGE 66] 


store manager at frequent intervals to show him exactly 
what the men have been doing. 

Results for the first full month of chart operation— 
August—were quite amazing, showing greatly increased 
sales in all the listed brackets. Approximately 100 pairs 
of shoe trees were sold during the month—a period 
usually considered dull. Slipper sales tripled over the 
corresponding off-season month of 1939, the 1940 turn- 
over being 89 pairs. And these slippers carried no 
PM’s. By the same token, extra pair sales were stepped 
up considerably. 

Aside from showing the turnover by individual items 
and individual salesmen, the chart has been most in- 
valuable in correcting any weaknesses. Hitherto when 
salesmen fell down, the department manager discussed 
their record in terms of the past week or two and the 
conversation seemed less definite and impressive. It 
was easy to alibi when trying to look back without an 
accurate daily check at hand. With the sales chart right 
there on the wall, however, it is much different. There 
stands the record in black and white, posted by the 
salesman himself, so there is no chance of a faulty 
memory. Furthermore they discuss the day before when 
the conditions are fresh in mind. 

Mr. Kohli feels that the salesmen like the new chart 
idea and they are responding enthusiastically. When 
they make a good record they get credit for it and they 
feel good. When they fall down there can be no one to 
blame but themselves. The competition is stimulating, 
with each man pitting himself against the others and 
against his own previous week’s score. 

Next year Mr. Kohl feels that the chart will be even 
more effective because the salesmen can sell against 
their previous year’s record day for day. And when. the 
manager sets a new goal, he doesn’t have to talk in the 
more meaningless terms of a 10 per cent increase, but 
in terms of exact units. Altogether, the chart of “extras” 
has proved a decided stimulant and the idea was in- 
augurated without any additional cost. 


1941 Shoe Business Up 


CoLumBus, On10—Business of a representative group 
of independent shoe stores throughout Ohio was 9 per 
cent higher in the three months of 1941 ending March 31 
compared with the same period in 1940, the Bureau of 
Business Research at Ohio State University reported. 
Business during March, 1941, was 52 per cent ahead 
of that during February of this year, though it was 
3 per cent less than March of 1940, the figures revealed. 
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May 24, 26, 27, 28, 1941 


Annual Convention California 
Shoe Retailers Association, Hotel 
St. Francis, San Francisco, Calif. 
May 25, 26, 27, 28, 1941 


Central States Shoe Fair, Sponsored 
by Joint Travelers and Retailers 
Associations, Morrison H ot el, 
Chicago, Ill. Jane 1, 2, 3, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, Ho- 
tels Statler and Parker House, 
Boston, Mass. June 2, 3, 4, 5, 1941 


Midwest Shoe Fair, Netherland 
Plaza Hotel, Cincinnati, Ohio. 
June 8, 9, and 10, 1941 


Annual Convention Pacific-North- 
west Shoe Retailers Association, 
Olympic Hotel, Seattle, Wash. 

June 8, 9, 10, 11, 1941 


Annual Convention New York State 
Shoe Retailers Association, 


Onondaga Hotel, Syracuse, N. Y. 
June 15, 16, 17, 1941 


Annual Summer Convention lowa 
National Shoe Travelers Associa- 
tion, Chamberlain Hotel, Des 
Moines, Iowa, June 15, 16, 17, 1941 


Fall Showing Mid-Continent Shoe 
Travelers Association, Skirvin 
Hotel, Oklahoma City, Okla. 

June 15, 16, 17, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 


Michigan Shoe Travelers’ Fall Shoe 
Show, Hotel Statler, Detroit, 
Mich. July 7, 8, 9, 1941 





Joins Altman Bros. 
In Northwest Territory 


CINCINNATI, OHI0—Isadore Altman, 
of the Altman Brothers Shoe Mfg. Co., 
Cincinnati, announces the addition of 
Max Ellenstein to their sales force. Mr. 
Ellenstein will carry the company’s 
Heel Gripper and Fashion Poise lines 
in the Northwest with headquarters at 
Minneapolis. Mr. Ellenstein was for- 
merly -president of the Midwest Shoe 
Company, at Minneapolis. 

Edward Altman, of Altman Brothers, 
states that further sales gains have 
forced additional expansion in their 
factory capacity. Twice during 1940 
this company arranged for greater out- 
put and again this Spring, further 
capacity was added. Their production 
today is running approximately 100 
per cent above a year ago. 
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To Retail $3.50—$4.00 
HUTCHINSON-WINCH 


NTERNATIONAL SHOE COMPANY 
O 590. ATLANTIC AVE 


BOSTON, MASS 





Retailers’ Ec amdiieend Feature 
of Central States Show 


Cuicaco, ILL. — Retailers attending 
the Central States Shoe Fair will be 
invited to take time out from buying 
activities on Monday, June 2, to attend 
the Retailers’ Luncheon, to be held in 
the Mural Room of the Morrison Hotel. 
Highlighted on this program will be a 
local leather authority who will tell 
what’s ahead for the shoe business from 
the raw material standpoint. A prom- 
inent retailer will present his side 
of the future picture. A survey of Fall 
styles as shown at the Fair will also be 


presented by Miss Bernice Stevens, Chi- 
cago fashion and style writer. She will 
report styles as she sees them in the 
various showrooms so that the retailer 
will have a first hand picture of the 
current fashion situation. 


Buys Sauter Store 


Fonpa, Iowa—Don Sullivan, of Fort 
Dodge, Iowa, who was employed at the 
Sauter Shoe Store since last December, 
has bought the store and changed the 
name to Sullivan’s Shoe Store. Popular 
priced shoes for all members of the 
family will be carried. 











WELCOME 
to the 
MID-WEST 
SHOE FAIR 


CINCINNATI 
JUNE 9-10-11 
HEADQUARTERS: 


* PLAZA * 


NETHERLAND 


COME TO MARKET 


EVERY SHOE NEED OF A NATION 
CAN BE FILLED HERE 


N the MARBRIDGE BUILDING are more shoe 

and allied concerns than in any other vey re hey 
America. You see complete lines in orderly display. 

The MARBRIDGE BUILDING is in the ve 
heart of midtown New York. All the great retail 
stores are nearby. All the. subways, including the 
new Sixth Avenue Subway—meet at this famous 
corner of 34th and Broadway—the traffic center of 


MAX SCHULMAN 





800 Outside Rooms, all with radio . . . four 
fine restaurants .. . electric parking garage 


- « « General Manager 


the world. 
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Indiana Travelers Hold Final 
Meeting of Season 


INDIANAPOLIS, IND.— The Indiana 
Shoe Travelers’ Association held its 
regular monthly luncheon meeting in 
the Hotel Washington, May 10. Ralph 
A. Baker, president, presided. There 
was an unusually good attendance, this 
being the last meeting until the Fall 
meetings begin in October. Members 
of the group took part in the discus- 
sions and without exception reported 
business very good and deliveries 
rather slow. 

President Baker appointed the fol- 
lowing committees: Membership, Ed- 
ward Bayles, chairman; Jack New- 
comb, Phil Stein and Lee Herschman; 
Sick Committee, Joseph Warrender, 
chairman; George Hewitt and Frank 
Brown; Entertainment, C. A. Partee, 
chairman; Arthur K. Joyce, A. F. 
McCord and Jack New:-omb; Publicity, 
George Tovey. 


Wages Go Up 


Derry, N. H.—A voluntary wage in- 
crease of 10 per cent, affecting ap- 
proximately 400 workers, has been an- 
nounced by the Klev-Bro, Shoe Co., 
here, 

Officials of the concern said business 
was good and future prospects en- 
couraging. : 
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Covers the Central States 


MILWAUKEE, Wis.—Like many shoe 
men, H. W. Hulsebus, who represents 
Huth & James Shoe Company in the 
States of Missouri, Nebraska, Kansas 


H. W. HULSEBUS 


a 


and Eastern Colorado, started in the 
retail end of the business. In 1912 he 
started as a clerk. Four years later he 
went to work for Selz-Schwab as a 
wholesale salesman. In 1933 Mr. Hulse- 
bus joined Huth & James, and has 
been with that company ever since. 


MARBRIDGE BUILDING 


47 WEST 34TH STREET 
also 1328 Broadway, New York 


ere Se sre Ore Bre Bro Ore Ore ort 


D. 8S. Macdonald, Manager 


HR a 





Mr. Hulsebus is widely known and 
well liked in his territory. 


Schawe-Gerwin Moves Plant 


CINCINNATI, OHIO—The Schawe-Ger- 
win Co., Cincinnati, has moved its 
plant to Seymore, Ind., to the building 
formerly occupied by the Consolidated 
Shoe Corp. (now Roth, Rauh & Heckel, 
Inc.), which recently was moved to 
Ripley, Ohio. 

Walter C. Buchholz, for many years 
associated with the former Consolidated 
Shoe Corp., and its predecessor, the 
Roth Shoe Co., is in charge of the new 
Schawe-Gerwin plant, and Robert F. 
Gerwin, formerly in charge of manu- 
facturing, will devote his time to mer- 
chandising and sales for the company. 

The new factory at Seymore has a 
capacity of 3000 pairs daily. 

Schawe-Gerwin will continue to 
maintain office and sample rooms at 
Cincinnati. 


New Men’s Store Opened 


MARION, IND.—Milton’s Clothes, Inc., 
opened a branch shop in Kokomo, Ind., 
in charge of Jack Dennis, formerly with 
the Marion (Ind.) store. The new 
establishment has been especially de- 
signed for a modern men’s shop, with 
a complete men’s shoe department. 
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Pa. Travelers-Expect Record. . 


Turnout for July Show 


PirtssurGH, Pa.—From the list of 
exhibitors pouring in daily to the offices 
of the Pennsylvania Shoe Travelers’ 
Association, it is estimated at this time 
that a record turnout of exhibitors will 
be represented at the sixth annual Tri- 
State Shoe Mart being held at the 
Wm. Penn Hotel, Pittsburgh, July 6, 
7 and 8. It is expected that three floors 
of the Wm. Penn Hotel will be occupied 
by some of the outstanding lines of the 
country. 

“The national defense program, 
which places the city of Pittsburgh in 
the most prominent position,” states 
Philip Landish, convention manager, 
“is an added incentive on the part of 
many exhibitors to participate in this 
show. It goes without saying that this 
is expected to be the greatest show we 
ever planned. Many merchants in the 
Tri-State area are already planning 
to visit this show, combining a business 
and pleasure trip in one. There will be 
many new and interesting features, so 
that the visiting merchants will be 
assured of a pleasant three-day stay 
at the Shoe Mart. 

“Manufacturers and jobbers desir- 
ing information regarding the Tri- 
State Shoe Mart may address their 
letters to the Pennsylvania Shoe Trav- 
elers Association, Wm. Penn Hotel, 
Pittsburgh.” 


Wages on Increase in 
Up-State Factories 


ROCHESTER, N. Y.—Wages are a sub- 
ject of special interest just now, with 
increases granted workers in two of 
them during the past week and negotia- 
tions for raises under way in others. 

At E. P. Reed & Co. time workers 
will receive raises of from $2 to $4 
weekly and 300 piece workers will get 
raises averaging about 20 per cent in 
an agreement with United Shoe Work- 
ers running from May 31 next to June 
1, 1942, 

There is a clause which says that if 
the cost of living is, on October 31 of 
this year, shown by figures of the 
United States Bureau of Statistics, to 
be higher than the level of May 1, then 
both piece and time workers shall re- 
ceive raises. 

The G. W. Chesbrough Company has 
also reached an agreement with the 
union, granting increases of $2 weekly 
for time workers and increases of from 
10 to 20 per cent for piece workers. 


Traveler Recovers 
From Illness 


NiaGaRA Fats, N. Y. — Harold 
Flynn, who for the past 20 years has 
been covering New York State for the 
Ideal Shoe Co.,,of Milwaukee, Wis., has 
been critically ill with pneumonia in St. 
Mary’s hospital. Mr. Flynn is now re- 
covering and he thanks his many 
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friends and customers who remembered 
him with messages and flowers. He is 
an associate member of the New York 
State Shoe Retailers Association. 


Wiley Store Team 


Takes Bowling Trophy 

GLENS FALLs, N. Y.—There is a shin- 
ing new trophy which has a place of 
honor in the store of the John Wiley 
Shoe Company, 13 Warren Street, be- 
cause it denotes that the store’s bowl- 
ing team had just triumphed over a 
32-team bowling league and has been 
acclaimed its champion. 

When Joe Mellon, chief clerk at 
Wiley’s, and some of the others, con- 
ceived the idea of a bowling team and 
it was recruited and outfitted .with uni- 
forms, it was agreed they looked natty. 

But could they bowl? That question 
was answered in succeeding games as 
they bowled their way to the cham- 
pionship. 

Now the team has entered the City 
Tournament and will be pitted against 
the very best bowlers this region has 
to offer, and the playing ability of “that 
retail shoe team” is now fully recog- 
nized. 





Pedal Pulchritude 


Representing the opinion of the Men at 
the Fitting Stool, “the men who really 
know,” Anne rotgee 9 A has been picked 
as Number One on the Hollywood list 
for “glamour gams’ and pulchritudi- 
nous pins.” 

Shoe salesmen literally have a front 
seat in the study of women’s pedal ex- 
tremities, so it was no mean triumph for 


The actress now has the signed, sealed 
and notarized affidavit of Turner, whose 
selection represents the endorsement of 
the International Retail Clerks Union 
throughout the country. The “glamour 
gam” measurements of Miss Gwynne, 
who was recently named “T.N.T. Girl” 
by the U.S.C. chapter of the Sigma Chi 
fraternity because she’s “trim, neat and 
terrific” are: shoe. 5% B; ankle, 7% 
inches, and calf, 1314 inches. 
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Hundreds of thousands of 
pairs of WEYENBERG Shoes, 
including the famous She fields 
and Massagics, testify to the 
value of FLEXNAP, the scien- 
tifically processed, one-piece 
vamp lining. 

Standardizing on FLEXNAP 
protects both retailer and 
wearer. Shoes lined with 
FLEXNAP stay sold—yet cost 
no more than ordinary lining 
construction. 


Write for free, illustrated booklet 
telling what FLEXNAP can do to 
belp you sell more shoes. 
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Insoles that are swell to walk in, 
Specify them—Newflex Pigskin. 
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Women's Shoes 
Easiephit Shoes for Busy Feet 
IN STOCK 
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Write for Catalog 


ABBOTT SHOE CO. No. Reading, Mass 
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Sacramento Store Celebrates 
60th Anniversary 


SACRAMENTO, CALIF.—Lavenson’s, the 
oldest and largest shoe store in this 
locality, is celebrating its 60th anni- 
versary this month. Gus Lavenson, 
father of the present head of the 
firm, Mrs. Selma Lavenson Schwartz, 
founded the business in 1881, but it 
was not until 1933, several years after 
her father’s death, that Mrs. Schwartz 
became actively connected with the 
firm. 

Mr. Lavenson had been connected 
with a mercantile concern, Peyser & 
Lyon, before leaving to establish his 
own business at Fifth and J Streets, 
here. At the time he opened his store 
he had only one employee, a cobbler. 
Now there are 22 in the establishment 
at its present location at 1018 K Street. 
The oldest employee is John Scott, a 
porter, who began working for the store 
40 years ago. Arthur Taylor, with 38 
years to his credit, is the next oldest 
employee. Five other employees have 
all been connected with the firm for 20 
years or more. Jack Johnson has been 
with the store for 28 years; James Gor- 
man, 26 years; Herman Eckstein, 24 


76 


years; Jesse Childs, 25 years, and Car- 
rie Silveira, 20 years. 

A family store carrying only branded 
lines, Mrs. Schwartz leaves the selec- 
tion of men’s styles up to the men of 
the store, but she selects every style for 
women and children that the store car- 
ries herself. 


Shoe Store Gives 
Fashion Show 


Osace, Iowa—The Durrenberger 
Bootery, here, was filled to capacity, 
recently, when a style show presenting 
models displaying the latest in cos- 
tumes, shoes and other ac-essories, was 
given by the Bootery, McGrane’s, and 
Mary’s Dress Shop. The recently re- 
decorated Bootery with its soft lights 
and dark blue carpets formed a pleas- 
ing background for the pretty girls in 
costumes. P. J. Benezick of the Peters 
Shoe Co., of Mason City, Iowa, assisted 
with the show and Mr. Durrenberger 
was master of ceremonies. 


Culver “Buys American” 


INDIANAPOLIS, IND. — For the first 
time in many years riding boots for 
the famous “Black Horse Troop” at 
Culver Military Academy, Culver, Ind., 
will be American-made. The contract 
for riding boots, which has been coveted 
by many leading boot manufacturers 
of the country, was awarded to the 
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THERE'S A 

“READY MADE" 
MARKET 


right in your town for Mrs. Day's 
Ideals—the best known, largest 
selling line of little tot’s shoes on 
the market. Each week hun- 
dreds of children “graduate” 
from soft soles into the Flexible 
Walking Shoe ht into 
your Juvenile Department, 
you stock this line. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 
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Florsheim Shoe Company. Announce- 
ment has been made by C. A. Partee, 


} 





sheim Shoe Co. The first shipment of 
custom-made boots will go forward this 
month. 





“°T Ain’t News No More” 


No sir, the only news hereafter will be when a fish bites one of the Delman boys. 
We've had pictures of Herman Delman with countless salt water torpedoes that 
he’s caught in the Gulf Stream, off Miami Beach, but here’s Morris Delman, left, 
of the same outfit, with M. F. Sesselman, of Hermann Loewenstein, New York, 


ho do their fishing up north. The 


boys landed 17 of these salmon, ranging 


from eight to twelve pounds, in three days on the southwest branch of the Mira- 
New Brunswick. 


ainst which 


Boot and Shoe Recorder 





"se © O oc’ eet eet a @ 


Fifth Avenue and Thereabouts 
[CONTINUED FROM PAGE 50] 


shoe to be a wheat linen spectator pump 
with square toe and tan tip and foxing. 
Reptiles have been important novelties; 
Franklin Simon’s has found lizard to 
be highly acceptable, particularly in 
colors. Alligator has been good in 
colors, as has snakeskin. Hanan has 
featured belts, bags and shoes to match 
in red snakeskin, and has had an ex- 
cellent response. Patent has been sel!- 
ing, but in less volume than last year, 
probably because of the variety of nov- 
elty materials and colors which have 
been promoted. 

The trimmed pump is the most im- 
portant single pattern. Elasticized or 
unelasticized, it remains the favorite 
for wear with the tailored fashions and 
suits which are good this Spring. It is 
being featured on a slightly lower heel 
than formerly. De Pinna’s has had such 
success with the lower heel that they 
expect to stock it in even greater pro- 
portion for Fall. Customer acceptance 
for the lower heel has also been found 
in such stores as Walk-Over, where the 
clientele is conservative and where 
walking types are important. Stepins 
have been selling, and the stepin in a 
casual shoe is particularly good in most 
stores. A few strap patterns have sold. 

In first place when it comes to lasts 
it’s the walled last. Customers like the 
foreshortened look it gives to the foot; 
they like its comfort; they like its tail- 
ored appearance and its adaptability 
to trimmed pump styles. The square toe 
walled last is particularly good, espe- 
cially on trimmed pumps. The “baby 
toe” last has been selling in spots; some 
of the higher priced stores report ex- 
cellent reaction, while in some of the 
popular priced shops there has been 
little interest in this type. Open toes 
are still going well, and a fair propor- 
tion of open backs, especially in sling 
pump styles. De Pinna experienced a 
significant demand for platforms, espe- 
cially in color to contrast with the rest 
of the shoe, or studded for added in- 
terest. 

Play shoes and casuals have been go- 
ing like hot cakes in all stores. The 
play type—very informal, for wear in 
the coontry—and the casual type—of 
sturdier material and construction for 
wear in town—are expected to continue 
in demand as the season progresses. 

We noticed an increasing tendency on 
the part of retailers to feature accesso- 
ries to match the shoes they sell, and 
many have tied up shoes with matching 
bags. Saddle color was one of the im- 
portant tie-ups; bags and shoes in 
saddle shades were sold together. Red 
was another source for a tie-up; so 
were reptiles, especially in high colors. 
This is particularly good business, both 
from the point of view of the customer 
who wants her accessories to “go with” 
each other, and from that of the store, 
with added possibilities of multiple 
sales. 
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Superfine Shoes For Men 


* 38 Styles in the latest de- 
ts in patterns, 
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last and leathers. 
* Complete in all details. 


* They meet the increasing 
demand for better shoes. 
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Novel Introduction 


Of New Line 

SEATTLE, WASH. — Turrell’s, a pio- 
neer and leading’ men’s and women’s 
shoe store on Third Avenue near Pine 
Street, this city, served cream and 
coffee all week to introduce its new ’41 
line of Cream ’N Coffee, two-tone men’s 
oxfords, as well as women’s footwear. 
Customers invited in, through the win- 
dow display and special sales promo- 
tion, were given cups of hot coffee, 
along with rich cream and lump sugar 
in a most effective tie-in. 

For this debut of the new Summer 
footwear for men, an attractive hostess 


presided over the coffee table near one 
of the Third Avenue entrances. In 
charming and gracious manner she 
poured the “coffee ’n cream” while also 
calling attention to the new shoes. 


Directs Heel and Sole 
Sales for Goodrich 

New York—F. A. Lang, operating 
manager of the mechanical division of 
The B. F. Goodrich Company has as- 
sumed the responsibility for rubber heel 
and sole sales, formerly carried by M. 
D. Maskrey, resigned, it is announced 
by W. S. Richardson, general sales 
manager of the mechanical division. 
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French, Shriner & Urner 
Give Wage Increase 


Boston, Mass.—A voluntary increase 
of 10 per cent for its factory workers 
will be put into effect June 15 by 
French, Shriner & Urner Company, 
manufacturer of high grade. shoes for 
men. This will affect all of the factory 
employees, 75 per cent! of whom have 


-been with the.company over 10 years. 


Directing control of the French, 
Shriner & Urner Company has re- 
mained in the same family for two 
generations. This, combined with the 
unusual record for long service em- 
ployees, has produced a unified, highly 
cooperative relationship between com- 
pany and worker, of which the recent 
salary raise is evidence. 

Shoes made by the company are sold 
through .French, Shriner & Urner’s 
own stores, departments and by inde- 
pendent dealers. 


Miami Shop to Enlarge 
And Remodel ° 


MiaM1, . FLA. —Slater’s Boot. Shops, 
Inc., have taken a five-year lease on the 
North Miami and First Street Build- 
ing, here. They announce a remodeling 
program will be undertaken shortly. 


78 


The Slater shop has occupied a part of 
the building for the past five years but 
will now enlarge its quarters. 


March Shoe Production 
Shows Big Gain 


WASHINGTON, D. C.—The total pro- 
duction of footwear for March, this 
year, 42,413,276 pairs, shows an in- 
crease of 4,124,914 pairs over February 
and 7,126,160 pairs over March, 1940, 
according to the latest figures released 
by the Bureau of the Census, Depart- 
ment of Commerce. Production for the 
first quarter, January to March, in- 
clusive, totaled 117,504,933 pairs, an 
increase over the same period last year 
of 11,321,295 pairs. 

Included in the first-quarter total are 
1,223,066 pairs of government dress- 
type shoes and 2,138,674 pairs of work- 
type shoes. March production of foot- 
wear for the government was 424,437 
pairs of dress-type shoes and 722,756 
pairs of work-type shoes. 

Men’s dress shoes, totaling 7,053,791 
pairs, showed an increase of 561,501 
pairs over February, this year, and 
690,474 pairs over March, 1940. Men’s 
work shoes totaled 2,450,549 pairs, an 
increase of 72,831 pairs over February 
and 467,205 pairs over March last year. 

Women’s shoes, 17,786,938 pairs, an 
increase of 2,082,897 pairs over Feb- 
ruary and 2,721,650 pairs over March, 
1940; youths’ and boys’ shoes, 1,461,000 
pairs, an increase of 195,280 pairs and 
449,485 pairs; misses’ and children’s 
shoes, 4,217,057 pairs, an increase of 
263,332 pairs and 459,000 pairs; in- 
fants’ shoes, 2,244,817 pairs, an in- 


NEW FLEXIBLE 


SENSATIONAL TURN 


“Casuals.” 


these super 
flexible hand -turned Grover 
shoes are available from 
stock! Dealers report de- 
lighted customers building 
steady repeat business on 
these new Spring Sport- Ons. 
The popular moccasin oxford 
is available in either black or 
white calf 





J.J. GROVER sxoe 


COMPANY 
67 South St.. Boston, Mass. 








crease of 298,264 pairs and 394,038 
pairs. 





Display Features the Ingredients 


The Boston Shoe Store, Lewiston, Me., recently featured this window display of 


prong oe pa ammeter Brgy 


the shoe. William 


linings as an important component of 


manager of the store, said that the display was 


pate: | ge ~ f in the number of new customers which it attracted into the 
nd it will be used shortly in the three other Boston Shoe Stores in Portland, 
Bath and Biddeford, Me. 
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America Steps Out 
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courses in the East but one which can 
be reached by automobile easily and 
quickly from either of the two official 
hotels. 

Arrangements have been made for 
a complimentary buffet lunch at the 
club for all players. Service may be had 
at any time from 11 a. m. until late 
in the afternoon. Plenty of handsome 
prizes for all divisions of play—and 
let’s hope that there will be no un- 
toward happenings such as last year 
when a retail buyer, having won a 
prize, not only failed to claim it but 
disappeared completely from the scene 
and has not yet been located. It’s still 
waiting for him. 

Last year, the 210 Associates, an 
organization of traveling salesmen de- 
voted to helping members of the fra- 
ternity less fortunate than themselves, 
asked for and received permission to 
hold their annual banquet at the Hotel 
Statler during the Fair. Original plans 
called for a comparatively small gather- 
ing but, once the trade’s interest was 
aroused, the demand for tickets became 
so large that the Imperial Ball Room 
of the Statler was engaged and nearly 
1000 members and guests sat down to 
dinner accompanied by hilarious enter- 
tainment. This year, there will be an- 
other banquet with an expected attend- 
ance of 1200, and the entertainment 
planned by the committee of which 
T. K. Holly is chairman, will be better 
and more elaborate even than at last 
year’s affair. The date set is the even- 
ing of the third day of the Fair— 
Wednesday, June 4. 

In charge of arrangements for the 
Fair, the golf tournament and the an- 
nual banquet of the 210 Associates are 
three hard-working committees. 

Members of Boston Shoe Fair Com- 
mittee for the 1941 show are as fol- 
lows: Chairman, ex-officio, Louis H. 
Salvage, Louis H. Salvage Shoe Co., 
Manchester, N. H.; chairman, H. O. 
Rondeau, H. O. Rondeau Shoe Co., 
Farmington, N. H.; vice-chairman, 
Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston, Mass.; and sec- 
retary-manager, Maxwell Field. 

Additional members are: Robert H. 
Adams, Charles Cushman Company, 
Auburn, Me.; J. Edson Andrews, Gale 
Shoe Mfg. Co., North Adams, Mass.; 
S. D. Ansin, Ansin Shoe Mfg. Com- 
pany, Athol, Mass.; A. F. Bancroft, 
Bancroft-Walker Company, Waltham, 
Mass.; George Barkin, A. R. Hyde & 
Co., Cambridge, Mass.; A. W.- Berko- 
witz, Bourque Shoe Company, Ray- 
mond, N. H.; T. J. Callahan, W. L. 
Douglas Shoe Company, Brockton, 
Mass.; Samuel L. Cantor, Dartmouth 
Shoe Company, Brockton, Mass.; L. 
M. Carroll, Norway Shoe Company, 
Norway, Me.; George A. Dempsey, 
Farmington Shoe Manufacturing Co., 
Dover, N. H.; Daniel J. Danahy, H. H. 
Brown Shoe Co., Worcester, Mass.; 
William E. Doyle, Doyle Shoe Com- 
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* Veriflexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 








pany, Brockton, Mass.; Arthur L. 
Evans, L. B. Evans’ Son Company, 
Wakefield, Mass.;. Louis Hartman, 
Hartman Shoe Mfg. Co., Haverhill, 
Mass. 

J. Izenstatt, Jay Shoe Mfg. Co., Cam- 
bridge, Mass.; C. Henry Jacobs, A. 
Jacobs & Sons Co., Lynn, Mass.; Sam- 
uel J. Katz, Hubbard Shoe Co., Inc., 
Rochester, N. H.; A. L. Kleven, Kleven 
Shoe Company, Spencer, Mass.; W. 
L. Knipe, Knipe Bros., Inc., Ward Hill, 
Mass.; Joseph Koss, Koss Shoe Com- 
pany, Auburn, Me.; John E. Lucey, 
John E. Lucey. Shoe Co., Middleboro, 
Mass.; Paul O. MacBride, Milford Shoe 
Company, Milford, Mass.; Roy Maling, 
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Same quality. No breaking-in. Flexible as a bed- 
room slipper. A real selling point, a new comfort 
thrill. Another result of specialization upon one 
brand, one quality. All Cincinnati made; big stock 
department. Foot Rests are perfect for profit. 


THIS SHOE HAS EVERYTHING! 


* NATIONAL 
ADVERTISING IN 
Vogue - 

Ladies’ Home Journal 
Good Housekeeping 
The Instructor 





McCall's 











* Four-Spot Comfort 
* Smartest Styles 

* Markup 40% to 44% 
* Welts and Littleways 


* Quick Turnover 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 


Herma! Shoe Company, Everett, Mass.; 
Henry B. Rosenthal, Rosenthal & 
Doucette, Inc., Beverly, Mass.; Frank 
S. Shapiro, National Shoe Corp., Marl- 
boro, Mass.; Benjamin Stone, Stone- 
Tarlow Co., Inc., Brockton, Mass.; 
Samuel L. Slosberg, Green Shoe Mfg. 
Company, Boston, Mass.; E. H. Sulkis, 
Stein-Sulkis Shoe Company, Haverhill, 
Mass.; James E. Wall, Wall-Streeter 
Shoe Co., North Adams, Mass., and 
Francis B. Masterson, president, Na- 
tional Association of Shoe Wholesalers. 

The golf tournament will be man- 
aged by a special committee of the 
Boston Boot and Shoe Club, under the 

[TURN TO PAGE 81, PLEASE] 
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sti satty, SAFETY SHOES 
(Patented) and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
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The feet will live INSIDE the shoes, 
That’s the reason you should choose. 
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SHOE DRESSINGS 
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Mac Friedman 


CLEVELAND, OHIO — Mac Friedman, 
age 38, passed away May 6 after an 
emergency appendix operation. Mr. 
Friedman was employed in the base- 
ment men’s shoe department of the 
May Company for many years. 

He is survived by his widow and a 
brother, Sam Friedman, a local shoe 
merchant. 


D. S. Osborn 


PererspurG, INp.—Word has been 
received in Indianapolis of the death 
of D. S. Osborn, age 87, who died at 
the Home Hospital here May 1. Mr. 
Osborn had been a shoemaker here for 
more than 60 years, and the oldest 
native resident here. His father was 
a soldier of the War of 1812. 


Obituaries 


Alex G. Milius 


Sr. Louis, Mo.—Alex G. Milius, re- 
tired shoe company executive, died of 
infirmities of age and heart disease, 
May 12, at his apartment in the Con- 
gress Hotel. He was 82 years old. 

Mr. Milius had been in the shoe busi- 
ness for 60 years. He was a director of 
the old Wertheimer-Schwartz Shoe Co., 
sales representative for Hamilton- 
Brown Co., and one of the incorpora- 
tors of the Wolff-Tober Shoe Manufac- 
turing Co. He retired five years ago. 

He and his brother, George W. Mil- 
ius, president of the Milius Shoe Co., 
who died April 19, were among the 
founders of Temple Israel. 

Surviving are his widow, Mrs. Bertha 
Fuld Milius; a daughter, Mrs. Abe 
Nossek of Little Rock, Ark.; a son, 
William, head of the New York office 
of the Milius Shoe Co.; and a sister, 
Mrs. Ella Rees of Minneapolis, Minn. 

Funeral services were held May 14 
at Mayer Undertaking establishment, 
St. Louis, with burial in Mount Sinai 
Cemetery. 


Frank G. Palmer 


BREMERTON, WASH. — Frank Gordon 
Palmer, 62, former Bremerton shoe 
store operator and long prominent in 
civic affairs here, died recently from a 
sudden paralytic stroke at his home in 
Chico, Wash., where he had been iil 
for six weeks. He had been a resident 
of Bremerton for 20 years, moving 
from Wenatchee, Wash., and opening 
the Buster Brown Shoe store, which 
he operated locally for a number of 
years. Besides his widow, he leaves a 
daughter and two sons, Dr. J. Gordon 
Palmer, prominent dentist of Bremer- 
ton, and Gilbert S. Palmer. 


W. H. Conier 


Boone, lowa—W. H. Conier, a pio- 
neer Boone shoe merchant, who has 
been in poor health for some time, but 
seriously ill only recently, died at a 
local hospital a short time ago. 

He had always been active in civic 
and fraternal affairs and had many 
friends among shoe men and fraternity 
brothers over the state. Church and 
Masonic services were held at his fun- 
eral in a local church, and burial was 
in the family lot at Linwood Park 
cemetery. 


Thomas T. Caster 


MONTREAL, CANADA— Thomas Todd 
Caster, owner of the Caster Shoe 
Stores, Toronto, died on May 15 at his 
home, 16 Crown Park Road, in his 71st 
year. In the shoe business in Toronto 
for over 30 years, Mr. Caster went 
there from Aurora, Ontario, where he 
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had conducted a general merchandising 
store for several years with his uncle, 
the late Joseph Todd. He first went 
into business as a lad with his uncle 
at Goodwood, near which Ontario vil- 
lage he was born on a farm. 


Ted J. Adelman 


Monroe, Wis.—Ted J. Adelman, 23, 
manager of the Monroe Shoe store for 
the past year, drowned in the Rock 
river at Indian Ford recently when he 
suffered a heart attack and fell from a 
boat. Attempts of two companions to 
save him were futile. Mr. Adelman had 
been associated with the shoe store for 
the past four years and is survived by 
his parents, three sisters and three 
brothers. 


John L. Peters 


CovINGTON, IND.— Funeral services 
were held, recently, for John L. Peters, 
age 77, retired Covington shoe mer- 
chant, who died at his home, here. 

A member of the Knights of Pythias 
and Eastern Star and a Thirty-Second 
degree Mason, he had operated a shoe 
store in Covington 50 years prior to 
his retirement. 

Surviving are his two daughters, 
Mrs. Clarence Nelson and Miss Helen 
Peters, both of Covington. 
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able chairmanship of Frank C. Dono- 
van, of the F. C. Donovan Leather Co., 
Boston. Other members of the commit- 
tee are: Fred Ahern, Bliss & Company, 
Roxbury; W. C. Connolly, Leas & 
McVitty, Boston; John E. Daniels, 
John E. Daniels Leather Co., Boston; 
William E. Doyle, Doyle Shoe Com- 
pany, Brockton; James T. Gormley, 
Day-Gormley Leather Co., Boston; A. 
D. Knight, Shoe and Leather Reporter, 
Boston; Samuel M. Langer, Langer- 
Lippman Company, Boston; Francis B. 
Masterson, Hub Shoe Company, Boston; 
Marcus McWeeney, Kennedy Stores, 
Boston; John F. Murphy, Ohio Leather 
Corporation, Boston; Louis H. Salvage, 
Louis H. Salvage Shoe Co., Manchester, 
N. H.; Gordon Scott, Boor aNp SHOE 
RECORDER, Boston; Francis Shea, Bar- 
bour Welting Co., Montello; William 
Slattery, Slattery Bros., Inc., Boston; 
Eugene L. Wyman, United States 
Leather Co., Boston, and Maxwell 
Field, secretary, Boston Boot and Shoe 
Club. 

Tournament publicity committee: 
Marcus McWeeney, chairman; Fred 
Ahern, A. D. Knight, Gordon Scott, 
Maxwell Field. 

In charge of arranging for the ban- 
quet of the 210 Associates, and the sale 
of space in the deluxe program by 
which the association plans to raise 
funds for the continuance of its char- 
itable work, is a committee consisting 
of T. K. Holly, chairman, Holly Shoe 
Co., Littleton, N. H.; Dan Seletsky, 
Bourque Shoe Co., Raymond, N. H.; 
Robert H. Ross, Twin-Lastique Prod- 
ucts, Boston; A. A. Bloom, Saco-Moc 
Shoe Corporation, Portland, Me.; 
Walter Reinstein, John E. Daniels Co., 
Boston; Al Cerf, Venus Shoe Mfg. Co., 
Auburn, Me.; Frank Rosello, Rosello 
& Co., Boston; Eddie Goodman, Frank 
C. Meyer Co., Brooklyn, N. Y.; Barney 
Kane, A. S. Burg Co., Boston, and 
Charles H. Jacobs, A. Jacobs & Sons 
Co., Lynn, Mass. 








NOW I CAN STAND ALL DAY 
AT THE STORE AND MY FEET 
WON'T TIRE, 
THANKS TO 
GENCO'S 
SHOCK- 
ABSORBING 
HEEL! 











GENCO approved heels are strong as an 
ox, light as a feather and comfortable as the 
stratoliners. Specify GENCO when order- 
ing your fall casual street shoes and play 
shoes because they are 40% lighter, more 
resilient and extra comfortable. Leading 
shoe factories feature the Genuine GENCO 
shock absorbing heels in smart fall styles 


(PATENT PEWOING) 


in all price ranges. 





Write for complete information. 


GENERAL ROARDS COMPANY © 705 E. THIRD STREET @ LOS ANGELES 
Licensed GENCO Heel Converters from Coast to Coast 





Dunn & McCarthy 
Salesmen Meet 


Ausurn, N. Y.—Traveling salesmen 
of Dunn & McCarthy, Inc., who as- 
sembled here for the semi-annual sales 
meeting were shown the Fall styles of 
Enna Jettick and other shoes made by 
the company, studied new developments 
in them and planned sales for coming 
months. 

Jack Gorman, vice-president and 
general sales manager of the company, 
who presided, displayed the samples 


which include a new line of Everyday 
shoes. He said that there is no increase 
in prices for the Fall, but what the 
future will bring is problematical. 

It was announced that Lawrence 
Jones, brother of the late Buford Jones, 
who was president of the company, is 
now covering territory in Michigan and 
northern Indiana. 

Robert C. Moore, who was formerly 
in the wholesale and retail shoe business 
in Detroit, Mich., is now sales repre- 
sentative of the firm in Wisconsin, 
North and South Dakota and Minne- 
sota. 
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No. 449 White Elk 


Experience has taught many merchants 
as well as ourselves that profitable re- 
tailing requires the backing of an effi- 
cient in stock service on the season's ac- 
cepted styles. We believe you will find 
- our in stock service a helpful asset—all 
the more so if you want good and true 
lasts, in quality footwear having a dis- 
tinct purpose and function. 


White Biff-N-Bang 


BIFF-N-BANG 
Tre 
Size 
8'/,-12 B-C-D 
12'/-3 A-B-C-D 
No. 249 TAN 
No. 349 BLACK 


Catalogue on Request 
Milwaukee, Wis. 
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WHITE CORDAY 


“CORDEL” (Open Quarter) 
BS070--White Corday & Linen 
21/8 Louis—S & M Widths 
BS071—Same in 16/8 Cuban 
“CORDINA” (Closed Quarter) 
BS072—White Corday & Linen 
21/8 Louis Heel—S & M Widths 
B5073—Same in 16/8 Cuban $2.40 
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Shoes Displayed in Library 

RocHESTER, N. Y.—For the first time 
in the history of the shoe industry, a 
local factory has some of its products 
on display in a case at the main build- 
ing of Rochester Public Library. 

E. P. Reed & Co. has this distinction, 
with some of its finished shoes on dis- 
play along with reptillian hides out of 
which some are made, and different 
pieces of the shoe before being placed 
in position. 


Career Man in Shoe 
Retailing 
[CONTINUED FROM PAGE 67] 


“T’ve been thinking he’d better employ 
a boy here in town if he’s thinking of 
staying. Jack Perkins has been lost 
ever since Hughson got mad at him and 
let him out. Jack’s never going to see 
seventy again but the town likes him 
and he knows shoes.” 

They were really taking him in as 
one of them. Ed gulped down a lump in 
his throat. Under the guise of indif- 
ference they were giving him advice 
about Mytown he couldn’t buy. 

“Thanks a million,” he shook hands 
with each, including Mr. Green. “Jack 
and I are going to fit these people’s feet 
so they'll think they’re dancing on air.” 
His job was just beginning, but it was 
safely his! 


Shoe Production Reaches 
New Peak in April 
New York—According to 


that 

in April reached 42 million pairs. 
compares with an output of 51816-000 
pairs in April, 1940, or an increase of 
32 per cent. Contrary to expectations 
activity in April did not 
of seasonal curtail- 
42,413,276 
pairs were turned out. esti- 


Including 
mated April production, the total pair- 
age for the four months would 


first 
reach 159,505,000 or 15.6 per cent 
more than in 1940. 


A preliminary estimate of aay fer 


tion for the current month may amount 
to 39 million pairs. 

The Tanners’ Council suggested that 
the extremely high level of shoe produc- 
tion in recent months must be assessed 
by two facts. On the one hand, retail 
sales have been very favorable, justify- 
ing expanded output. However, there 
are indications that anticipatory buying 
and inventory building are also respon- 
sible for sharp production gains. Activ- 
ity due to the latter factors is unsound 
and the source of potential maladjust- 
ments between consumption and pro- 
duction. 

Comparative output data for the first 
four months of 1941 and previous years 
is as follows: 1941, 159,505,000 pairs; 


1940. 137,999,000, Pairs 1939. 146, 
058,000 pairs 127,048,000 pairs 


a iseees 163,970,000 


La Valle Shows Line to Press 


New York—Preceding the opening 
of the first Fall showings of women’s 
shoes, La Valle, Inc., makers of quality 
footwear, showed their new line to the 
press at a cocktail party at the Vander- 
bilt. Suede for early selling and dressy 
types is balanced in the line by more 
smooth leathers, many of them designed 
for bootmaker finish. Unusually attrac- 
tive were the antiqued red shoes, high- 
ly polished. An unusually attractive 
group of low-heeled shoes showed the 
style importance of this type. Featured 
in both pumps and slipons, were the 
usual number of sophisticated, original 
trimmings and treatments. Bags 
styled to coordinate with the shoes in- 
cluded bootmaker finishes. 


Partners Open Modern 
New Store 


Far Rockaway, N. Y.—Louis Adel- 
man and Seymour Helfant recently 
opened a modern new family shoe store 
at 1026 Central Avenue, here, featur- 
ing lines of nationally advertised shoes. 

Both partners are well known in this 
locality, having lived in Far Rockaway 
for more than 20 years, and both are 
experienced in the retail shoe business. 





Workers Win New Shoes 


Mason City, Ilowa—Approximately 
250 employees of the Lehigh Portland 
Cement Co. plant, here, were recently 
given new pairs of work shoes in recog- 
nition of the fact that the entire plant 
went without an accident during 1940. 
The shoes have steel toes, a special 
safety provision to guard against toe 
injuries. 


New Chandler Store 
Opened in Pasadena 


PASADENA, CALIF.—Edison Bros. are 
opening a new Chandler “French 
Room” store at the corner of Los 
Robles and E. Colorado St. The room 
is in the center of the city’s shopping 
center, so the completed store will add 
another beautiful retail shoe outlet to 
those already established. 


Size Record 
Simplifies Selling 
[CONTINUED FROM PAGE 62] 


tion,” Mr. Green continued. “Our slo- 
gan is ‘Fitting Feet To Keep Fit’—the 
integrity of which we zealously guard. 
Prestige, we find an invaluable asset. 
We do not go into cheap lines for obvi- 
ous reasons. Our highest priced mer- 
chandise, our arch line, brings us the 
greatest volume of repeat business. 


“Although our mark-up must be mod- 
arate for competitive reasons, constantly 
increasing volume has brought down 
our cost of doing business, and so nat- 
urally increased our profits. 

“Due to the proximity of our city to 
Kansas City and Chicago, our styles 
have to be up to the minute, and shown 
at the same advance periods. 

“We have built up an excellent trade 
on two nationally advertised lines of 
hosiery, with a standing two-pair price, 
stressing that the two-pair buy is 
always to the customer’s advantage. 
‘Lucky Thirteen’—the thirteenth pair, is 
free to those who join our hosiery club. 
This is definite, inexpensive advertising. 
With prices right to begin with, the 
thirteenth pair free encourages steady 
patronage. 

“Bags in an attractive, nationally 
advertised dollar line have been a big 
seller with us. Customers like to match 
bags and shoes. Many who could well 
afford to buy higher priced bags, buy 
this type, and discard at the end of the 
season—so there is a constant demand. 

“One of our best media of advertis- 
ing, our Buster Brown Premium Club, 
encourages steady family patronage. 

“These things, added to the all im- 
portant necessity of having desired 
merchandise at the time it is demanded, 
are building us what we feel to be a 
sound foundation for continued suc- 
cess,” Mr. Green said, in conclusion. 
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540—Patent Leather 
542— White Elk 


Write for ELAM booklet—and contact the 
distributive center near your city or town. 
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Washington News Reel 
[CONTINUED .FROM PAGE 44] 


the Lawrence publication above refer- 
red to adds that “best advice is not to 
expect too much from price control ef- 
forts.” 

As most economists see it, rising 
purchasing power due to defense spend- 
ing, will shortly exert a tremendous 
pressure for consumer goods, which can 
only be reflected in rising prices. Gov- 
ernment seeks through Mr. Hender- 
son’s agency to halt or control such 
price advances, first, to ease pressure 
on consumers, and second, to minimize 
as far as possible collapse of inven- 
tories feared at end of war. But how? 
Nazi Germany has done it pretty suc- 
cessfully by absolute decrees freezing 
prices. New Deal seems a hesitant to 
go that far, although steel action was 
a step in that direction. England has 
tried to do it, less successfully, through 
taxation, forced savings and in other 
ways. New Deal seems to be following 
British methods, especially in plans to 
curtail consumer spending by drastic 
taxation. 

Thus the New Deal theorists, who 
have been striving for eight years to 
raise price levels and rebuild purchas- 
ing power, are now trying to hold 
prices down and prevent purchasing 
power and profits from expanding. It’s 
all more or less bewildering, especially 
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the practical mind of the business 
who, in the final analysis, must 
both the war materials and the 
to finance the munitions’ pro- 
gram. Conceding that avoidance of 
inflation and subsequent collapse of in- 
ventories is desirable, the retail mer- 
chant or manufacturer wonders whether 
the government that says he must not 
profit through price increases now will 
protect him against losses when the 
bottom drops out of the expanded war 
time economic structure. Possibly, the 
experience of merchants who went 
through the last boom and depression 
holds the best answer to that one. 


The curt statement that “business as 
usual is out,” made by OPM Director 
of Purchases Donald M. Nelson before 
the Commerce Department’s consumers’ 
goods conference on May 2, was so dis- 
turbing to retailers, who visualized an 
empty-shelf era ahead, that the current 
issue of Defense says in effect that the 
picture in consumer goods is not as bad 
as it has been pictured. 

Defense, house organ of the govern- 
ment’s defense agencies, points out to 
retailers that the phrase implies re- 
strictions without any exact indications 
of their possible nature. So far as con- 
sumer goods generally are concerned, 
the official defense publication adds, 
there is no reason to fear any serious 
shortages. 

Hinting that what Mr. Nelson should 
have said, at least to the retailers, was, 
“business almost as usual,” the official 
pronunciamento continued: 

“Business will still be as usual in the 
sense that supplies will be available, 
although specifications may change. 
Merchants have no reason to fear that 
they are facing a period when empty 
shelves will be the rule.” 

In explanation of its forecast of 
specification changes, the statement re- 
ported that the United States Bureau 
of Standards is currently reviewing 
Federal specifications to attain maxi- 
mum economy in the use of restricted 
materials. Back of the study is the 
theory that changes will greatly add to 
production capacity of an industry, and 
materials can be conserved through the 
limitation of designs and models of par- 
ticular merchandise. 

The official organ sought further to 
allay the fears of retailers, observing 
that such a program of standardization 
and simplification would “reduce inven- 
tories all along the line from producer 
to retailer” and could be accomplished 
“without decreasing the number of 
units sold to the public.” 

A recent Commerce Department sur- 
vey indicates that while there is no 
shortage of hides, or skins on hand, 
adequate shipping space is necessary to 
bring Latin America’s abundant sup- 
plies of hides to this country, that cus- 
tomary types are not always available 
for application in footwear manufac- 
ture. 

If larger quantities of leather are 
subsequently needed for military sup- 


THERE'S no need to worry about picking 

up extra sales . . . just stock Weejuns! 

Now being made in two styles to retail 

at $6.00 and $7.00, — are the all- 
se slipper for all your customers — 

ore or bs Made from saddle leather, 

natural color or dark brown mounted on 

a hard sole, they've got and are ideal 

after golf . around club . . . at 

home .. . or at the beach. 

Weejuns are getting a big push this Spri 

with national advertising, so order a -_ 

supply of the two Wee- 

jun models today. FREE 

catalog on request. G. 

H. Bass & Co., Dept. 

BS-42, Wilton, Maine. 


BASS WEEJUNS 


For Men and Women 








plies, the Department’s leather experts 
say that substitute materials for civilian 
use could be developed to a much larger 
extent. They suggest in this connection: 
crepe rubber, composition and other 
materials for soles; splits, fabrics and 
plastics for uppers; fabrics for linings, 
and fiber-board for counters and box 
toes. 

Census Bureau statisticians have fig- 
ured out that American women average 
about 16 pairs of stockings each year, 
and spend four times as much for their 
hosiery as do men. The average man 
wears 13 pairs of socks a year. 

The Bureau, which first started to 
count sock production back in 1860 
when 1,906,000 dozen pairs were turned 
out, estimates 152,343,091 dozen pairs 
of hose were made in 1939. This means, 
said the statisticians, that the 1860 pro- 
duction brought .06 dozen pairs to a 
person, that the 1939 production repre- 
sented 1.16 dozen pairs per person or 
about 14 pairs for every man, woman 
and child. 

Donald M. Nelson urged consumers 
in a recent radio broadcast to avoid 
being “yes men.” 

“T think that the consumer should be 
fairly hardboiled about paying in- 
creased prices for things,” said the 
OPM director of purchases. “Don’t shut 
your eyes and pay any price blindly 
just because we have passed ino a war 
economy. Exercise your natural right 
to say ‘no’ once in a while.” 
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Father Should Get a Break, Too 


[CONTINUED FROM PAGE 60] 


—that the sentimental appeal is con- 
sidered more productive—which, of 
course, is helpful news to the shoe store 
planning a good build-up featuring reg- 
ular merchandise. Another thought to 
stress is that “You don’t have to spend 
a lot of money to buy gifts like these, 
that Dad is sure to welcome.” Price 
range of shoes is practical, while slip- 
pers, hose and so on will fit in fine for 
the children buying gifts out of their 
very own allowances or earnings. 
To impress these various angles upon 
customers, try rhymes: 
Here’s the ideal way to say 
“Love to Dad” on Father’s Day. 
For Dad, a pair of these sports shoes 
Is one of the nicest gifts you could 
choose. 
If your Dad loves his hours of ease 
A pair of slippers will surely please. 
Here’s a gift of the finest sort— 
Shoes for your Dad’s favorite sport. 
For the best Dad in the world— 
These expressions of real understand- 
ing. 
One pair to watch—one pair to play— 
A real swell gift for Father’s Day. 
A single pair, or a box of hose 
Will tickle Dad clear down to his toes. 
If you ask Father, we’re sure he'll say 
cr sy like sport shoes for Father’s 


y. 
For one gift that’s sure to please, 


(Store name) shoes with air-cooled 
ease. 

The idea is, of course, to use the 
rhymes throughout window and in- 
store displays, so that the repeated use 
of rhyme creates a remembered impres- 
sion on the customer’s mind. If you 
want “dummy packages, wrap boxes in 
blue paper and tie with white paper 
ribbon—not too wide. 

If space permits have a Father’s Day 
gift booth, trimmed in blue and white. 
Or special table displays. Be sure to 
show gifts for both small and large 
purses. You can go as high as you like 
by using the “shoe wardrobe” idea. 

And here are copy suggestions for 
your Father’s Day ads: 


Father’s Day Gifts— 


Assortments that meet both your “what 
to give” and “what to pay” problems. 
And, remember, whether you spend a 
little or a lot, your gift will have added 
prestige because it comes from (store 
name). 


Smartness and Quality Unite in These 
Gifts For Father’s Day 


Dad knows the name (store name)— 
respects the high standards it repre- 
senta—and will doubly appreciate a gift 
you select here. In addition to being 
those practical, usable gifts that al- 


ways appeal to men, they present ex- 
cellent choice at moderate prices. 


Wonderful Gifts for Wonderful 
Fathers 


A swell dad deserves a swell gift—not 
necessarily an expensive one, but one 
that he can use and enjoy, and bears a 
name that proves its goodness, such as 
(store name). There’s a subtle com- 
pliment to his appreciation of good 
things when you choose his gift here. 


Retailers and Travelers 


Join Forces 
[CONTINUED FROM PAGE 55] 


banquet, floor show and dance has been 
planned for Monday night, June 2, by 
Messrs. Allen and Johns, co-chairmen 
of entertainment. — 

The banquet to be held in the Mural 
Room of the Morrison will be followed 
by the “Around the Town” floor show, 
made up of picked leading acts from 
the city’s most famous night clubs. 
These will include dancers, musicians, 
jugglers, and comedy teams. A shoe 
man’s singing daughter, Joanne Hub- 
bard, will be starred on the program. 
Miss Hubbard, is the daughter of Billy 
Hubbard, veteran member of the Chi- 
cago Shoe Travelers’ Association. She 
has appeared on Alec Templeton’s hour 
and over a number of local radio pro- 
grams. Mr. Johns, known as the sing- 
ing shoe traveler, will also appear on 
the program. 
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SIFIED PAGES of 
Boot and Shoe Recorder. 


“Road” and “Inside” Men turn 
to these pages for worthwhile 
connections. 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
100 E. 42nd St., New York, N. Y. 
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Wen experienced manvu- 


facturers and retailers think of 
sound construction, particularly 
on lightweight, open toe and 
open heel types of footweor, 
they think of UNISHANK INSOLES 
as the dependable way to com 
bine rigid heel and shank suP- 
port with true forepart fiexibil- 
ity. Unishank Insoles provide 
maximum strength where it is 


needed most. 





Classified and Want Ads 





SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 





A NATIONAL ORGANIZATION in one of 
the allied trades of the Shoe Industry is 
seeking a man for their selling staff. is man 
will be a responsible family man, in the vicinity 
of 35 years old and will have had some selling 
and possibly styling experience in the men’s 
shoe field, combined with some manufacturing 
experience. He will be living in or around 
Chicago or willing to make headquarters there 
and will have an acquaintance in the men’s 
shoe manufacturing field, particularly in the 
northwest, midwest, and near south. Give full 
particulars. Your reply will be treated con- 
fidentially. Address Box $154, Boot and Shoe 


Recorder, 1627 Locust Street, St. Louis, Mo. 





SIDE LINES SALES'N WTD. 


MEN WANTED for eg Kentucky, City 
of Detroit, to sell $1.98 line Growing Girls’ 
Sport Oxfords, and ildren’s* 98c to $1.69 
line or Stitchdowns from stock. Comfnission 
basis only. Address $160, care Boot & Shoe 
eo 100 East 42nd Street, New York, 








MANUFACTURER of Foot Appliances and 
parts desires side line salesmen calling on 
retail trade on Commission basis. State terri- 
tory; references, and experience. Address $153. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





POSITION WANTED 


UVENILE SHOEMIAN, Age 36; thoroughly 

experienced Buyer, Manager, Trainer and 
Fitter, desires connection with better class con- 
cern. References exchanged. Address £166, 
care Boot & Shoe Retorder, 100 East 42nd St., 
New York, N. Y. 








PARTNER WANTED 


P ARTNER WANTED: Popular price Ladies’ 
Shoe Store. Perfect location, good town, 
Oklahoma. Low rent; clean stock; $15,000. vol- 
ume. If you have $1, 500.00 cash, are sober, 
honest, efficient, Address 2165, care Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y. 








FOR RENT 


S PACE TO RENT in our factory buildings 
in Lynn. Inquire of F. E. Hovey, Treasurer, 
5 Court Street, Boston, Mass. 








EARS of manufacturing have given me ex- 

perience and a wide acquaintance in the shoe 
trade which leads me to believe that I could 
sell lines of leather and shoe supplies in Chicago 
and surrounding territory. Address: J. 
HALLOWELL, 228 NORTH *LASAL LE 
STREET, CHICAGO, ILL. 





S ALESMAN, long established in Virginia, 
West Virginia, North and South Carolina, 
desires change. Only reliable line considered 
A-1 reference. Address $167, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, N.Y. 





Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoe: 
from manufacturers. jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New Yort 
Phone WOrth 2-5377 and 5378 








SHOE SALESMAN—Desires line fast selling 
Women’s Shoes, retailing $2, $3 or $4 for 
New York City and New Jersey trade. Best 
references. 17 years’ retail, 3 years’ wholesale 
experience. Knows shoes thoroughly. Address 
$169, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





FOR SALE 


CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
S. 3rd St. Philadelphia, Pa. 
Phone Lombard 








S HOE STORE FOR SALE in Wisconsin; 
good going business; low rent; heat included. 
Address Box 95, Kiel, Wisconsin. 


OR SALE: Fully equipped Men’s Slipper 

Factory; capacity 200 pairs daily; no royalty 
machines. Sell cheap. Address $168, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


Poe ee new men’s and women’s win- 
dow fixtures, 28 American seating chairs, 
cash 7 ge single shoe shelving and carpet. 
Reasonable. Apply Alfred H. Cohen, 44 So. 
52nd Street, Philadelphia, Pa. 











HOTELS 
KEEP ECOL /. 
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Partners Open New Store 


OsKALOosA, Iowa—John Cowan and 
Edward Ackerman, who have been 
connected with the Stevens Shoe Store, 
here, for the past few years, have 
opened a new shoe store at 107 West 





SHOE STORES WANTED 


FOR CASH 
Men’s, women’s, children’s shoes ae 
Short term 


from $5.00 and up. 
Write confidence to 
A. L. BARIS, he 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 


Unusual references an request. 








BUYERS OF 


MANUFACTURERS—RETAILERS 
ee ee STOCKS 


complete shoe stocks. 
Write, wire or phone. 
BARSH & CEASAR 
19 N. Fourth St. . Philadelphia, Pa. 


Phone Market 1666 








WE BUY 
Jus Wholesale and Le - 
Also randed Shoes sw ee 
Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn-Bush. Kre 
IBVIN BUBIN 
“The House of Jobe” 
88 Reade St., Cor. Charch 
Phone Barclay 7-7887. New York City 


Entire or §& 

















High Street, former location of the 
Stevens store. The Stevens Co. has 
been dissolved and the stock moved to 
Ottumwa. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
PS Advertisements for this page must be in our New York office on Friday of the week preceding publication. “SO 


word. Minimum 
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MERCHANTS’ NEEDS 





LMU TA 
LEAVE HOME/ 


Many good custo- 

mers are lost, not 

through any faule of Wig 

the shoes you sell, 7 " 

bur because their feet 

to wear any shoes comfortably. These same 

people will be your most loyal repeat custo- 

mers if you show them how to enjey being on 

their feet with Trimfoot Foot Relief. Write 

today and learn how you can offer a complete 

foot relief service on a surprisingly small 

investment. Address Trimfoot Company, 
4060 Forest Park, Sct. Louis, Mo. 








Sharon’s Largest and Most 
Modern Shoe Store Opened 
By Smith & Co. 


SHARON, Pa.—Sharon’s largest and 
most modern shoe store was recently 
opened to the public. The firm of Smith 
& Co., 42 E. State Street, was estab- 
lished in 1903 by Charles Smith, asso- 
ciated with Oscar Mehler and William 
Meek, who still remains with the com- 
pany. 

When fire destroyed the building in 
1936 the firm moved to the Boyle build- 
ing, 153 E. State Street, where they 
have continued serving the public up 
to the present time. 

The store room in the new location 
provides ample room for stock, offices 
and customers’ conveniences. It is deco- 
rated simply but tastefully, illuminated 
with modern fluorescent lights, and 
equipped with comfortable and mod- 
ernistic furniture. The two large show 
windows are of modern design with 
circular glass, providing a view of 
shoes on display for customers inside, 
as well as those outside the building. 
Double doors of glass add to the at- 
tractiveness and afford plenty of light 
and an excellent view of the street. 
The floor is covered with black and 
white -linoleum and carpet to match. 


Clark Opens New Store 


SHENANDOAH, Iowa—A new store, 
the C & R Bootery, has been opened at 
619 W. Sheridan by C. F. Clark, for- 
merly with Robinson’s Department 
Store at Sioux City, Iowa. 

A modern new front and fixtures 
have been installed. 
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BRANNOCK 
SHOE FITTING DEVICE | 


1. FIT BETTER—SELL MORE 
increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 


Report Big Demand 


For Spectators 


MoNnTGOMERY, ALA.—It looks as if 
spectator pumps will walk away with 
shoe sales here, according to reports 
from various local stores in the high, 
low and medium price brackets. 

“As far as I can see it is going to be 
the biggest spectator season ever in 
Montgomery,” said M. M. DeShields, 
manager of the Alex Rice shoe depart- 
ment. The fashion became apparent 
when college girls home for annual 
Spring holidays came into the store to 
replenish shoe wardrobes, and has been 
gaining momentum since. Not only the 
college girls, but business women and 
young matrons are buying them in 
volume at $6.95. 

“The trend is toward the more sen- 
sible heel, and every shoe merchant re- 
ports women customers asking for 
medium to low heels, even for dress 
wear shoes.” 

“We used to try to get them to wear 
sensible heels, but we couldn’t get them 
to listen,” says Oscar Covington, vet- 
eran shoe man here. “Now, a large per- 
centage of young matrons and business 
women who were former college girls, 
have learned the comfort and expedi- 
ency of wearing sensible heels, which 
they’ve continued to do after leaving 
college.” 

Adding that these women had really 
been responsible for the change in wo- 
men’s attitude toward heels, he summed 
up the situation thus: “We tried to 
revolutionize women into wearing sen- 





THE FOOT OSCILLATOR 
» (General Electric Equipped) ~ 
Routs muscle weariness in no time ; Rest! Relax! 
Tired legs and feet. Let your customers thrill 
and revel in the swift release from Fatique. 
In use by shoe and department stores everywhere. 
110 Volt, A. C. 


$29.85 
Weight 40 Ibs, 
ked 


THE VI-PED-EX CORPORATION 
Stockton, Calif. 





It’s 400 in 1 This Year! 


Help Support 
400 Health and 
Welfare Ser- 
vices that NEED 
MORE MONEY 
to Keep Going! 


Suppose 
Nobody 
GIVE TO THE GREATER NEW YORK FUND! <a + Caredi 








sible heels and failed. Now they have 
been evolutionized into it, and from 
now on the méedium_and low heels will 
be sought by all women.” 

Best selling color combinations have 
been brown and white and blue and 
white, with black and white running 
third. Solid blue has also been in de- 
mand. 98 per cent of sales are in open 
toes. 

Spectators have been so important 
all through Spring selling, it is thought 
that they will continue big throughout 
the entire warm weather season, even 
though all-white shoes are expected to 
take the largest percentage of Summer 
selling. 


New Lee Store Manager 


CoLtumsus, OH1I0o—J. B. Tushbaut 
was recently made manager of Lee’s, 
59 S. High Street. 

He was formerly with Forsythe Shoe 
Stores, Gilbert Shoe Company and 
Schiff Company of Columbus, and 
Senack Shoe Company of St. Louis, 
Mo. 


Covington Named Chairman 
Of Merchants’ Outing 


MONTGOMERY, ALA. — Oscar Coving- 
ton, owner-manager of Covington’s 
Foot Health Shop, has been appointed 
general chairman for the annual mer- 
chants and employees barbecue of the 
Montgomery Retail Merchants Associa- 
tion, to be held on June 4. 








Prosperity has finally gotten 
around that corner! Mills are 
humming. Factories are bulging 
with orders. 1941 will be an 
eighty billion dollar income 
year. The children’s shoe busi- 
ness will be better than any 
year since 1929. 


The average mother will have 
far more money to spend on 
children’s shoes than she has 
had for many years past. 


She’s going to buy children’s 
shoes of better quality—and be- 


cause she has the money she'll 
buy the best health shoes. 


This is your grand opportunity 
to cash in—big. If your children’s 
shoe business has not done well 
these past few years, why not 
see if the Dr. Posner line with 
its 50 years of experience can 
help you. Known to millions of 
mothers, it’s one of the oldest 
lines of children’s health shoes 
— and the best known. 


Give your Junior shoe business 
a thorough overhauling for Fall. 
Ask us to sit in with you. Per- 
haps we can supply a few ideas 
to help you make more money— 
with less effort. 


A discussion involves you in no 
cost or obligation. Please write. 





BOOTS AND SHOES 


ABBOTT SHOE CO., No. Reading, Mass 

BASS, G. H., & CO., Wilton, Me. pert esio: 
CAMBRIDGE RUBBER CO., Cambridge, SSP CECE Ce eee 
eee eee eee Ke 

COON, W. B., CO., Rochester, N 

DALY BROS. SHOE CO., INC.., ashes Ind. 

DOUGLAS, W. L., SHOE CO., Brockton, Mass. : 
ELAM, F. S., SHOE CO., Rochester, N.Y. ......................... 
GILBERT SHOE CO., THE, Thiensville, Wis. ..................... 
GOODWILL SHOE CO., Holliston, Mass. ... 

GREEN SHOE MFG. CO., Boston, Mass. .. 

GROVER, J. J., SHOE CO., Boston, oy ee 

HANNAHSONS SHOE CO., Heverhill, 

HEALTH SPOT SHOE SHOPS, INC.., Sen i, 

HERBST SHOE MFG. CO., Milwaukee, Wis. ..... ae eS 
HUTCHINSON-WINCH SHOE “re Tagg Mass. ........ 

KEITH, GEO. E., CO., Brockton, 

KREIDER, THE A. S., SHOE CO., roo EEA pe Saket 
KRIPPENDORF-DITTMANN CO., THE, Cincinnati, O. _.. 

MARK TWAIN, DIV. OF INTERNATIONAL SHOE CO., New York City. 
MISHAWAKA RUBBER & WOOLEN MFG. CO. Mishawaka, Ind. 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. ...... : 
NUNN-BUSH SHOE CO., Milwaukee, Wis. . a vi 

POSNER, DR. A., SHOES, INC., New York City 

ROBERTS-HART, INC., Keene, N. H. 

ROGERS BROS.., SHOES, INC., Boston, Mass. 

SALVAGE MOLLOY SHOE CO., INC., Manchester, N. H. 

SALVAGE, LOUIS H., SHOE CO., Manchester, N. H. 

TAYLOR, E. E., CORP., Boston, Mass. 


LEATHER AND OTHER MATERIALS | 
ALLIED KID COMPANY, Boston, New York, Philadelphia 
AMERICAN HIDE & LEATHER CO., Boston, Mass. 
EVANS, JOHN R., & CO., Camden, Nod... eee 
GUTMANN & COMPANY, Chicago, Ill. 3 
HUBSCHMAN, E., & SONS, Philadelphia, Po. itt Gea 
KIEFER, EDGAR F., TANNING CO., Grand Rapids, Mich. 22.2.5... 76, 80 
NORTHWESTERN LEATHER CO. TRUST, Boston, Mass. . 20, 21 
SETON LEATHER CO., Newark, N. J. 45 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, Ete. 


ALFRED VAMOS, New York City 

AVON SOLE CO., Avon, Mass. 

BROWN COMPANY, New York City ........ 
CAVALIER CO., Baltimore, Md. 

COMPO SHOE MACHINERY CORP., Boston, 
DEWEY & ALMY CHEMICAL CO., Cambridge, 
DU PONT, DE NEMOURS, E. L. & CO., INC., | Adlington, N. J. iad 
GENERAL BOARDS CO.., Los Angeles, Cal. Ray 
LIBBEY, W. S., CO., Lewiston, Se ae 

PALATINE CORP., New York City 

TAYLOR, THOMAS, & SONS, Hudson, Mass. 

TWINLASTIQUE PRODUCTS, New York City 

UNITED LAST COMPANY, Brockton, Mass. tg At. 
UNITED SHOE MACHINERY CORP., Boston, Mass. . 

UNITED STATES RUBBER CO., (LASTEX DIV.), New York City 


STORE EQUIPMENT hecteed ACCESSORIES 


BRANNOCK DEVICE CO., Syracuse, N. Y. 

MOHAWK CARPET MILLS, New York City . Fp St YRS SLE OS SEE SO 
PITTSBURGH PLATE GLASS CO., Pittsburgh, | EPR SRT AILS OS 
SCHOLL MFG. CO., INC., Chicago, iM. 

TRIMFOOT CO., St. ‘Louis, Mo. 

VI-PED-EX CORPORATION, Stockton, Cal, .. 


MISCELLANEOUS 
BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Po. ..... Poe eon 
CENTRAL STATES SHOE FAIR, Hotel Morrison, Chicago, RRS ee pe 
EASTERN COMMERCIAL TRAVELERS ASSN., Boston, Mass. .............. 

HOTEL LENNOX, St. Louis, Mo. 

KIRSCH-BLACHER CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

MIDWEST SHOE FAIR, Cincinnati, O. 

NETHERLAND-PLAZA HOTEL, Cincinnati, O. ... 

NEW ENGLAND SHOE & LEATHER CO., Boston, Mass. 

RUBIN, IRVIN, New York City 





Boot and Shoe Recorder 








THESE SIX STYUBS..cevi:2e-20205 opin 


of NUNN-BUSH Merchants 


Current Nunn-Bush sales show these six 
styles to be well in the lead in Nunn-Bush 
dealer orders. Four are Double Tans (two of 
them ventilated) and two are Tan and White 
combinations . . . The group judgment 
of thousands of merchants is worth a mo- 
ment’s pause, Are all six styles in your stock? 


NUNN-BUSH SHOE CO Milwaukee « New York « San Francisco 





Nunn-Bush 
Anbhle hioned 
Orvfords 



















































































